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America Fore The American Eagle Fire In- 


surance Company today, more 


AP P R O ACH 4 than ever before, is equipped 


and stands ready to supply a 
service unequaled— 


BUSINESS « PROFESSIONAL SERVICE-plus 
PROSPECTS: AMERICAN EAGLE 
If you place yourself in that class FIRE INSURANCE COMPANY 


get in touch with us at once— Cash Capital $1,000,000 Norman T. Robertson, Pres. 
80 Maiden Lane, New York 


ERNEST W. BROWN, Secy. -Treas. Western Department: 
A. A. Henne, Secretary 


INTERSTATE BUSINESS MEN’S 207 W. Jackson Boulevard, Chicago 


Pacific Coast Department 
ACCIDENT ASSOCIATION C. E. Allan, Secretary 
Insurance Exchange Bldg., San 
BROWN BUILDING DES MOINES, IOWA Francisco 
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CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $58,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 














ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 





ORGANIZED 1871 


Life Insurance Company of Virginia 
- RICHMOND, VIRGINIA 


{ OLDEST, LARGEST, STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00. 


And Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1919: 
$20,700,133.74 
18,650,203.62 
' 2,049,930.12 
176,501,808.00 
Payments to Policyholders.......... 1,851,338.97 


Total Payments to Policyholders 
since Organization 23,840,173.80 


JOHN G. WALKER, President 





The Fireman’s und 
is in the front rank 
in fire, marine and 
automobile insurance. 








PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Total Resources Dec. 31, 1919, over $7,500,000.00 
Insurance issued during 1919, over $26,000,000.00 
Insurance in force Dec. 31, 1919, over $70,000,000.00 


The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American does not seek to employ agents of other 
companies, but by interesting men of intelligence, character 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co-operation of specially trained men, 
it has built up a field organization that is prosperous and con- 
tented. 

What these agents are doing, you can-do, if you have the 
Will—the Pan-American Way is oper to you. 


Address: E. G. Simmons, Vice-President and General 
Manager, New Orleans, La. 
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AYSON H. RYAN, insurance editor 

of The New York Commercial, has 
joined the editorial staff of THE Sprc- 
tAToR. He has had a practical newspaper 
career of some six years, both in New 
York and Paris. During his insurance 
connection Mr. Ryan has made many 
friends in the insurance business among 
company officers, agents and_ brokers, 
particularly in the metropolitan district. 
On behalf of THe Specrator, we be- 
speak for Mr. Ryan the kindly considera- 
tion of our patrons. 


HE retirement of Joseph Atkinson 
from the editorship of the Pruden- 

tial Weekly Record marks the passing 
from active duty of a man who was able 
to fill his little paper, week after week, 
with the most enthusiastic copy on the 


subject of life insurance. By his speech 
and his pen he wrote, or rather made it 
possible for others to write, many mil- 
lions of industrial and ordinary life in- 
surance. There is that about an agency 
force which sooner or later causes it to 
become routine and sluggish in its work- 
ings, unless it is constantly prodded and 
ever re-enthused. Practically all com- 
panies recognize that fact nowadays and 
provide the means of doing this through 
house publications, independent literature, 
agents’ conferences, agency competitions 
and various other such expedients. It is 
easy to believe that the greatest propor- 
tion of life insurance is written on the 
strength of enthusiasm. In fact probably 
a great part of all sales are accomplished 
because the salesman is enthusiastic over 
his product. So it comes about that life 


insurance executives must be constantly 
on the alert to find new means of arous- 
ing or keeping up the agency force to such 
a pitch that they will always write their 
maximum capacity. It is a problem which 
is one of the most difficult among the 
many which surround the business. It 
calls for originality to the nth degree. 
And yet the possible results are almos® 
unlimied. The more enthused the agents 
are, the more insurance they will write, 
and that statement can be carried into 
iufinity. It is always a question of put- 
ting before the agent the life insurance 
idea in such a fashion that he really sees 
it and, seeing it, appreciates its value. 
Immediately that is done your agent is 
on his toes and will show it in his writ- 
ings. The trouble is that he does not stay 
so, but gradually loses the vision and next 
time it must be shown him in a new light. 
Luckily, it is a many-sided business. 





[GHT riders are again making their 

appearance in the South in an at- 
tempt to prevent farmers from selling or 
growing any more tobacco until prices 
are. higher. Underwriters have been 
through similar situations many times be- 
fore, and the outlook at present does not 


The 


drastic declaration of Governor Morrow 


seem to be particularly alarming. 


of Kentucky that “there will be no night- 
riding in Kentucky while I am Governor” 
is at least reassuring. However, caution 
at such times is never out of place, and 
underwriters would do well to inspect 
carefully all risks on their books and cut 
down their lines where they find cases of 
over-insurance. This policy was fol- 
lowed a few months ago when the night- 
riders were burning cotton gins, with the 
result that losses were not extraordi- 
narily heavy. Latest dispatches from 
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Lexington, Ky., state that some thirty 
masked men called on farmers and 
warned them that their barns would be 
burned if they hauled any more tobacco 
to market. The section visited was the 
same where ten years ago, during the to- 
bacco war, there were many raids, and 
ene farmer, who refused to obey the 
order, was shot at his home. So far, 
however, in the new war there have been 
ne actual cases of violence or burning 
reported. 


HE situation in Mississippi has not 

yet been ameliorated, so far as the 
necessities of the citizens of that State in 
connection with fire insurance are con- 
cerned. A new fire insurance company is 
reported to be projected in Mississippi, 
ond a few fire insurance companies not 
hitherto operating therein are reported to 
have applied for admission to that State. 
It is further reported that the Governor 
favors the establishment of a State fire 
insurance fund. If the fire insurance 
companies, which are under the guidance 
of experts, have been unable to make a 
profit in Mississippi during the last three 
cr four decades, how would a State fund, 
presumably to be conducted by political 
appointees, perhaps inexperienced in the 
business, be likely to fare? We are of 
the opinion that the business men of Mis- 
sissippi would prefer to secure their fire 
insurance from companies possessing 
many millions of dollars, and which have 
already demonstrated their ability to pay 
more for losses and expenses than they 
have received in premiums, than to be 
forced to obtain so-called insurance from 
a State fund. 


HE year 1920, judging by the state- 

ments thus far received from life in- 
surance companies, was an excellent one 
for such organizations. Almost without 
exception they show good-sized increases 
in new business written, and the persist- 
ence of the business on their books is indi- 
cated by large gains in insurance in force. 
Other items of their statements, such as 
premium income, interest income, assets 
and surplus, also as a rule exhibit marked 
gains. The business in the early part of 
the year 1920 kept up at a remarkable 
pace, but with many companies slowed 
down to some extent later in the year. 
Numerous companies, however, reported 
increased business in the closing months 
of 1920, as compared with corresponding 
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periods in 1919, and the results for the 
entire year have proved, on the whole, 
most gratifying. 


STRONG sentiment in favor of 
A daylight saving is reported by the 
Merchants’ Association of New York, 
which has received many favorable replies 
to an appeal sent out to commercial or- 
ganizations in the Eastern Time Zone 
urging them to support legislation in 
Congress providing for daylight saving 
from May 1 to September 30 and oppos- 
ing the repeal of the State Daylight Sav- 
ing Law. William Fellowes Morgan, 
president of the Merchants’ Association, 
recently wrote a letter to Governor Miller 
presenting the many arguments in favor 
of daylight saving. 


Utah Department Not to be Merged 

It has been definitely decided that the reor- 
ganization of the State government of Utah 
which is now taking place for the sake of 
economy under the new administration, will 
not affect the State Insurance Department. 
Many of the commissions are being merged 
and a few are to be abolished and it was ex- 
pected that the Insurance Commission would 
be among them. It is felt by Utah insurance 
men that the decision to leave the Insurance 
Department intact when so many other State 
departments are affected, is an indication of 
the growing importance of the insurance busi- 
ness and the realization on the part of official- 
dom that it should receive the best attention. 





New Commissioner in New Jersey 

Former Congressman William E. Tuttle of 
Westfield, has taken the oath of office as New 
Jersey insurance commissioner, having been 
confirmed Monday by the Senate. He succeeds 
Frank H. Smith of Plainfield. 

Mr. Tuttle announced that he would re-ap- 
point Thomas K. Johnston of Trenton, as dep- 
uty insurance commissioner. 





Alien Custodian Upheld 

The authority of the Alien Property Cus- 
todian to seize securities deposited in the 
United States by German insurance companies 
to protect American policyholders was upheld 
by the Supreme Court this week in a decision 
in which the court said that there could be no 
doubt that the Trading With the Enemy Act 
authorized such seizure. 


The Spectater 
There is a very important article in THE 
Spectator I wish to file and I am writing you 
to kindly send me another copy as I am saving 
all copies of THE Spectator. I think it is the 
most valuable journal published.”—William 
Rupp. 
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NEW YORK SURVEYS 

Lectures This Week.—James D. Waite 
gives the second of his talks on fire protection. 
John H. Mears gives his last talk on public 
and private fire protection, while J. F. Dargan, 
Jr., gives his second talk on fire loss settlements. 

Twentieth Anniversary.—Plans are ma- 
turing rapidly for the twentieth anniversary 
celebration of the Insurance Society of New 
York. It is expected that the invitations will 
go forward the last of this week or the first 
of next. Good interest is already being mani- 
fested, and the occasion promises to be a bit 
notable in this form of educational movement. 


The Insurance Institute—Three more 
diplom.%s are being awarded this week by the 
institute. One goes to John H. Boddington, 
Jr., of Boston, Mass. Mr. Boddington is the 
assistant special agent of the Agricultural In- 
surance Company. The other two diplomas are 
being awarded to Chicago resideits, the first 
to Miss Zella Irish, and the other to Walter 
J. H. Bremer, Jr. These are awarded as of 
1919, because they finished the work in that 
year. 

The Pyroxylin Product.—A fire across 
the river did not show any new things in con- 
nection with this product when it once gets 
well on fire. There were one or two forms of 
damage to property which ought to be espe- 
cially noted, because they show the possibilities 
in this type of risk. It will be recalled thet in 
a recent fire on Manhattan Island, the flames 
extended across a sixty-foot. street and did 
damage to the adjoining property. Apparently, 
there issues in a horizontal direction a large 
volume of fire when such a flame is burning, 
and windows, it is stated, have been broken as 
far distant as 225 feet in this case. 


As to Schools and Churches.—The bad 
loss rate which is now characteristic of these 
two kinds of properties (and this opinion is 
based on statements from very wide sources) 
ought to lead to a fresh consideration of the 
way in which the problem has been and is 
being handled. For many decades, of course, 
both of these classes were highly preferred 
and, of necessity, much sought after. Now 
that the opposite’ is true, and they are highly 
dispreferred, ought there not to be a recon- 
sideration of the method of treatment, with 
the result of arriving at rates which will be 
equitable to the assured and still afford an op- 
portunity for profit to the companies? For 
instance, is it not true that these properties are 
written all too frequently, perhaps in the ma- 
jority of cases, without coinsurance? Further- 
more, is it not true that we are still thinking 
of the school and the church as it was prior to 
twenty years ago, and that we have not taken 
into consideration the development for other 
uses than purely educational purposes of the 


4 


school? In the case of the churches, the addi- 
tion of the parish house has brought many fea- 
tures not contemplated when we speak of a 
church. We believe, however, that the proper 
tool is first to get coinsurance; this will give 
a spread of premium over a larger body of 
value and may do a lot in solving this problem. 

Annual Luncheon of Great American In- 
spectors.—On January 29 the inspection 
department of the Great American Insurance 
Compiny, under the supervision of W. O. 
Lincoln, will hold their annual get-together 
luncheon at the Pig and Whistle Inn in Green- 
wich Village, New York. The Great Ameri- 
can has probably the largest city inspection 
department of any local company, employing 
fifteen men. The luncheon arrangements are 
in charge of Mr. Holl. 


PHILADELPHIA NOTES 

Represent Empire Underwriters.—Clar- 
ence A. Krouse & Co. have been appointed 
Philadelphia and Southern Jersey representa- 
tives of the Empire Underwriters of Pitts- 
burgh. 

Fire Losses.—A number of companies 
have changed their representation here of late, 
and it is learned that quite 1 few more would 
relish new connections. This can be best ap- 
preciated when it is considered that the insured 
fire losses in Philadelphia during 1920 exceeded 
$7,800,000—the worst loss ratio in the history 
of the city. Premiums net for a similar period 
are not expected to much exceed $11,000,000. 
Some companies hive had inspectors from the 
home offices detailed here to give personal in- 
spection to their existing business. The gen- 
eral opinion prevalent is that the worst is over, 
and 1921 will prove more tasteful to all con- 
cerned. 


BOSTON AND VICINITY 

Boston Oil Hazard.—The Boston Board 
of Fire Underwriters completed a survey of all 
dock properties in Boston harbor and its tribu- 
taries, covering the -contamination of wharf 
piping and other sub-structures caused by the 
accumulation of fuel oil, wastage, etc. The 
report indicates that there are many points in 
the harbor where accumulations of such 
wastage constitute a dangerous fire hazard. In 
many cases oil covers the water to such an 
extent as to form a serious threat of fire be- 
cause of oil spread from pier to pier. 

Massachusetts Federation Meeting.—The 
annual meeting of the Insurance Federation of 
Massachusetts was held in the Boston City 
Club last week, with a record attendance of 
over 500 members and guests attending the 
luncheon. The speakers were Governor Cox, 
President Charles H. Holland of the Royal 
Indemnity, and H. G. Badgerow, national presi- 
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dent of the Federation. In the balloting for 
officers, Henry A. Field was elected president ; 
Stephen E. Barton, treasurer, and Clarence E. 
Biathrow, executive secretary. John W. Downs 
was given vice-presidential rank in recognition 
of his untiring efforts on behalf of the organ- 
ization, and he will devote himself to the 
organization work, with Mr. Biathrow in charge 
of the executive detail. 


Calls Rates Too High.—A 
estate exchange committee has made an inves- 
tigation of fire insurance conditions in Boston, 
and insists that fire insurance rates on fireproof 
buildings are higher than they should be, espe- 
cially in the down-town district. The com- 
plaint is made that the rates are made in New 
York, and as a result Boston property-owners 
nor their insurance agents are given effective 


Boston real 


opportunity to be heard. 


Broker Makes a Change.—Kenneth C. 
Dunlop, for eight years with W. A. Hamilton 
Company, has identified himself as a broker 
with Kimball, Gilman & Co., local manager of 
the North British and Mercantile and the 
Pennsylvania. 


CHICAGO AND THE WEST 


P. C. Metzger Promoted.—Philip C-. 
Metzger, Indiana State agent for the London 
and Lancashire, has been promoted to assist- 
ant agency superintendent at Chicago, effective 
lebruary 1. Mr. Metzger has been with the 
company for fifteen years. 


P. W. Cadman Honored.—P. W. Cad- 
man, who recently retired as assistant manager 
of the Western department of the Royal, left 
last week for his future home in Alabama. 
Before leaving, however, he was presented by 
the official stuff and heads of the departments 
with a double-barreled Ithaca shotgun. They 
also gave him a solid gold enameled watch 
charm, made in the design of a Royal Shield, 
bearing the monogram of the company and 
suitably inscribed. The office force presented 
Mr. Cadman with flowers. 


C. R. Street Elected Bank Director. 
Charles R. Street, president of the Fidelity- 
Phenix, has been elected a director of the 
Standard Trust & Savings Bank of Chicago. 


PACIFIC COAST ITEMS 


Nevada Fire Agency.—The Nevada Fire 
Insurance Company, the California representa- 
tion of which was recently resigned by the 
Stockholders Auxiliary Corporation, has not 
as yet made any definite announcement as to 
what action is to be taken regarding the ap- 
pointment of a new California representative. 
The San Francisco office at the present time 
is being managed direct from the home office 
of the company. 

Pacific Underwriters Meet.—The annual 
meeting of the Fire Underwriters Association 
of the Pacific, which will be held February 8-9, 
promises to be unusually interesting and in- 


structive. Among the speakers noted on the 


program are: [Franklin H. Wentworth of 
Boston, secretary of the National Fire Pre- 
vention Association; W. H. Merrill of Chicago, 
manager of the Underwriters Laboratories, and 
H. P. Moore of New York, manager of the 
Foreign Insurance Association. .\ banquet at 
the Fairmont hotel will close the two days’ 
sessions. 

C. H. Lum on Pacific Coast.—The new 
Pacific Coxst branch of the National Board 
of Fire Underwriters, with which has been 
merged the Fire Prevention Bureau of Pacific, 
is established in its new offices on the second 
floor of the Merchants Exchange, San Fran- 
cisco. The Pacific Coast office will be under 
the supervision of Charles H. Lum, who has 
arrived from the New York office. Mr. Lum’s 
title will be that of assistant general manager. 


_Jay W. Stevens of San Francisco, who had 


charge of the Fire Prevention Bureau of the 
Pacific, will continue to handle the same line of 
work with the National Bureau, as will also 
J. H. Schively, who wis publicity manager of 
the Fire Prevention Bureau of the Pacific. 
FE. A. McCaskie will have charge of the loss 
information department. Inspections will be 
under the direction of Robert E. Andrews and 
one engineer yet to be appointed. 


Otis Elevator Plant Loss.—The loss on 
the Otis Elevator Plant at San _ Francisco, 
which burned on January 6, is estimated to be 
in excess of $500,000. The insurance coverage 
amounted to $410,000, placed with a number 
of companies. The fire is supposed to have 
been caused by defective oil heating system. 
Four alarms were turned in, but due to inability 
to reach the plant from the ocean side and the 
scarcity of water, little could be done by the 
firemen. It is generally conceded that, had the 
two city fire tugs been in operation, the plant 
could have been saved. As the result of this 
fire a bill has been introduced into the Cali- 
fornia State Legislature providing for an ap- 
propriation of $180,000 by the State for the 
maintenance of the tugs which have been tied 
to the wharves for over two years. 


San Francisco Pond Meeting.—The San 
Francisco Pond of the Ancient and Honorable 
Order of the Blue Goose had as its guest of 
honor at its first monthly meeting, held January 
10, W. E. Mallalieu of New York, general 
manager of the National Board of lire Under- 
writers and Grand Keeper of the Golden Goose 
Egg of the Order. The meeting, which took the 
form of a banquet and reception in honor of 
Mr. Mallalieu, was attended by sixty members 
and their guests. J. W. Stevens, Custodian of 


the Goslings, acted as toastmaster. 





R. H. Wieben Elected Secretary 
Rudolph HH. Wieben succeeds Oscar Grieb- 
ling as secretary of the Milwaukee Mechanics 
of Milwaukee, Mr. Griebling retiring on ac- 
count of ill health. Charles Klenk was elected 
assistant secretary, and Ernest Gebert assist- 


ant treasurer. 


NEW OFFICERS FOR EASTERN UNION 
William Hare Elected President at Annual 
Meeting 
The regular meeting of the Eastern Union 
was held last week at the Railroad Club. Presi- 

dent H. A. Smith presided. 

The nominating committee brought in the 
following list of candidates, all of whom were 
elected: President, William Hare, manager 
of the Norwich Union Fire Insurance Society ; 
vice-president, H. R. Loudon, manager of the 
Liverpool and London and Globe Insurance 
Company ; treasurer, B. M. Culver, vice-presi- 
dent of the Niagara Fire Insurance Company ; 
secretary, Miss G: P. Lank. 

The resignations of A. F. Dean, Western 
manager of the Springfield Fire and Marine, 
and C. L. Andrews, former vice-president of 
the Detroit Fire and Marine, were accepted 
with regret. The firm of Harding and Linger 
was elected in place of the former and A. H. 
McDonell in place of the latter. Dowdell 
3rown, manager of the Southern Department 
of the Commercial Union, and G. A. Russell, 
general agent of the Northwestern Fire and 
Marine of Minneapolis, were also elected to 
membership. 





Five Years’ Fire Cost 

The National Board of Fire Underwriters 
has issued a compilation of fire losses in the 
United States for the past five years showing 
a total loss of $1,416,375,845, four times the 
amount spent in building the Panama Canal. 
“The most regrettable feature of the situation 
is that most of the loss was preventable,” the 
board states. 

Electricity is the chief cause of fire, a total 
of $84,086,471 being traced to this source. 
Matches and smoking materials stand second, 
with a loss of $73,474,348 for the five years, 
while defective chimneys and flues hold third 
place, with a total of $56,650,915. New York’s 
losses from fire are greater than those of any 
other State, the total for the five years being 
$140,305,821. Pennsylvania was second, $78,- 
339,666 ; Illinois third, $73,916,503; New Jersey 
fourth, $63,679,525; Massachusetts fifth, $53,- 
677,087. The losses from fire in rubbish and 
litter in New York were low compared with 
other States, being only $146,997, while in 
Illinois the loss was $501,018. 

Trunk and Bag Manufacturing as a Fire 
Risk 

In Jersey City a recent fire in the plant of a 
suitcase company caused a loss of about $10,- 
000, and thus attracts attention to the fire risks 
of trunk and bag manufacturing. The latest 
edition of “Fire Insurance Inspection and Un- 
derwriting,” by C. C. Dominge and W. O. 
Lincoln, published by The Spectator Company, 
speaks as follows concerning this topic: 

Trunks and Bags (manufacturing) —Use 
wood, leather, imitation leather, fiberboard or 
fiber for covering. Woodworking, glue heat- 
ing cabinet work, caul boxes, dry-rooms, 
veneering; enamelling, japanning, painting, 
varnishing (using benzine as thinner), metal 
working, soldering. Celluloid articles for trunk 
accessories. Shops are crowded as a rule. 
Fire record of class is poor. 
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SPEAKING FROM EXPERIENCE 








The conservative successful investor is best qualified to pass judgment 
upon the relative value and safety of securities. 


If you will take the trouble to consult our clients (many of long years’ 
standing) regarding the Collins Farm Mortgages, they will tell you frankly: 


1. That every farm mortgage purchased from our company has stood 
and will stand every possible test applied to it. 


2. That the Collins Farm Mortgages are absolutely non-speculative and 
always worth par and accrued interest. No more—No less. 





3. That every representation made by our Company has been found 
truthful in every particular. 


4. That no investor has ever had to wait 24 hours for payment of either 
principal or interest when due. 


5. That no investor has ever acquired title to any land through fore- 
closure. 


6. That every loan whenever personally inspected has been found true 
to representations or better than the same. 


7. That the F. B. Collins Investment Company courts the most thorough 
investigation of its financial standing and business methods and is ever ready 
to defray the expense of a tour of inspection of any investor purchasing a min- 
imum aggregate of $15,000 in loans. 


8. That when adding to their securities they give preference to Collins 
Farm Mortgages on account of their superior safety. 


9. That the F. B. Collins Investment Company is able to finance any 
loan before offering it to the investor and prepared to show borrower’s receipt 
before accepting payment from the investor. 


Can you or your friends say as much in favor of other investments made? 


If you will write for our two booklets—‘‘Why Collins Farm Mortgages 
are Safe’’ and ‘‘As Others See Us’’, you may also become one of our investors. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members Farm Mortgage Bankers Association of America 


OKLAHOMA CITY OKLAHOMA 


Sales Office: 727 Monadnock Block, Chicago 
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MISSISSIPPI COMPANY 





Proposed New Concern to Have 
Authorized Capital of $2,000,000 





FIRE COMPANIES DENY CONSPIRACY 


- 





Declare that Each Suspended Business on 
Its Own Initiative 

Announcement was made to-day through the 
Jackson newspapers that a fire insurance com- 
pany with two million dollars capital was 
forming, and would be incorporated under the 
laws of the State of Mississippi, with Jackson 
as its home office. The announcement was re- 
ceived without a ripple of excitement in busi- 
ness circles, as it has been freely predicted 
since the State revenue agent filed his now 
famous anti-compact suit against the fire com- 


Feseeee! 
of Wottertoror, 31.4: 


67th ANNUAL STATEMENT 
JAN. Ist, 1920 





COE. cokes $500,000.00 
oso nsad neon 6,711,669.90 
re 3,901,329.92 
Net Surplus to Policy- 
errr 2,810,339.98 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot and 
Explosion Insurance 


New York State 

F. F. Buell, S. A. Troy 
E. J. Parmelee, S. A. Syracuse 

New England 
Geo. Shaw, S. A. 116 Milk St., Boston 

Middle Dept. 
E. A. Morrell, S. A. 205 Walnut Place, Phila. 
N. Y. Sub’n and Northern N, J. 
Garland, 514 Eighth Avenue, Brooklyn 
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panies, early in December, that there would 
be an influx of mutuals, reciprocals and other 
concerns into the State. The moving spirit in 
the organization is Galliger J. Capdeville, a 
native of Louisiana, and a Wall street broker. 
It is stated that the proposed company is 
being organized to take care of fire insurance 
in the State, whether or not the outside com- 
panies withdraw because of the present tangle. 
Wells, Stevens & Jones, a firm of Jackson at- 
torneys, who specialize in insurance law, 
headed the list of stock subscribers, and will 
represent the new company as counsel. W. C. 
Wells, senior member of the firm just named, 
is vice-president and general counsel for the 
Lamar Life Insurance Company of Jackson. 
A name has not been selected for the new 
company, but Mr. Capdeville stated that the 
would begin as soon $125,000 
capital had been subscribed and paid in. Mr. 
Capdeville further stated that he had origi- 
nated the idea of the concern, after learning 
of the present tangle over fire insurance in 
Mississippi and that some Eastern capital as 
interested in his 


business as 


well as Southern would be 
project. 
CoMPANIES ANSWER INJUNCTION BILL 

Attorneys for the fire insurance companies 
who have been sued by Stokes V. Robertson, 
the State revenue agent, have filed answer to 
the injunction bill sought by the revenue 
agent to restrain them from forming a con- 
spiracy to quit the State. 

The answer emphatically denies that there 
has been a conspiracy of any kind between 
them, and asserts that each company, acting on 
its individual initiative, decided that it would 
be impossible to transact business in Missis- 
sippi under existing conditions in view of the 
fabulous penalties sought by the revenue agent. 

A general denial is made to all the allega- 
tions of the revenue agent, and it is put 
squarely up to him, in case he desires to fight 
that phase of the case, to adduce proof in sup- 
port of his charges. A portion of the answer 
follows: 

“Defendants further denying all allegations 
of any conspiracies, understanding or agree- 
ment, as charged in said petition, or in said 
paragraph X, specifically deny that they are 
acting together, or with each other in pur- 
suance of a conspiracy, understanding or 


agreement, have inspired newspapers to pub- 
lish with bold headlines or otherwise, or any 
news article or otherwise, that they intend to 


GLOBE NATIONAL 


REINSURANCE ONLY 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


cancel all policies of business written 1n Mis- 
sissippi, and that they did forthwith intend 
to withdraw from said State for the purpose 
of influencing the public and courts of the 
State against the complainant. 

Din Not WITHDRAW BY AGREEMENT 

‘Further answering, defendants would show 
that they, or practically all of them, have ceased 
to do business in the State of Mississippi, most 
of them prior to filing of petition herein, but 
they deny that this action on their part was 
the result of any agreement, conspiracy, or 
understanding of any character whatever, un- 
lawful, or otherwise, among themselves, or 
with each other, but was upon their own inde- 
pendent action, upon their own initiative and 
business judgment, as they had a legal right 
to do, and not with any purpose or desire or 
intention upon their part to injure the people 
of the State of Mississippi, or to bring upon 
them any financial distress or to prevent them 
from obtaining policies of insurance for the 
protection of their property, but the defend- 
ants would show that the State revenue agent, 
acting for the State of Mississippi, was de- 
manding of them enormous penalties for 
carrying on their business in the State of Mis- 
sissippi in a manner which they supposed to 
be altogether lawful and with the approval of 
the officers of the State and of the public gen- 
erally. 

“That being confronted with these penalties 
threatening their utter financial distruction, 
and all of their property and assets in the State 
of Mississippi having been seized by writs of 
attachment by the said revenue agent, it was 
impracticable that they could continue to write 
insurance, or to do business in the State of 
Mississippi. 

“That your defendants were not informed, 
and are not now informed of any method of 
carrying on business in the State of Missis- 
sippi in any manner which would be satisfac- 
tory to the people of the State of Mississippi 
and to themselves than in the manner in which 
they have heretofore conducted their business ; 
that a continuation of business as it has hereto- 
fore been conducted, as your defendants insist, 
would simply have subjected your defendants 
to further unjust claims for fines and penalties 
and suits and demands on the part of the State 
of Mississippi and in addition to this all of 
their assets in the State have been seized by 
writs of attachments, as above set forth it was 
wholly impracticable and against business 
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“The Leading FIRE INSURANCE Co. of America” North British and Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 


WM. B. CLARK, President SERVICE—Expert advice on insurance problems 


; One Hundred and One Years of satisfactory 
dealing has developed for this Company its CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
splendid reputation and great business 76 WILLIAM STREET, NEW YORK CITY 

















Losses Paid over 
$183,000,000 


FIRE ASSOCIATION of Philadelphia 


Organized Cept. 1, 1817 Incorporated March 27, 1820 
Charter Perpetual 








MEIN oi s:c\<c05s 0s 0,614 /ele'eie e015 eis aisle wieiares $1,000,000.00 
1 errr corre 13,481,581.02 
Reserve and other Liabilities........ 8,881,957.78 
SASSO. ce 3,599,623.24 
Surplus to{Policy Holders........... 4,599,623.24 





E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. C. GARRIGUES, Secretary and Treasurer 
R. N. KELLY. JR., Assistant fecretary. 


IT IS VITALLY IMPORTANT 


as a salesman of Commercial Accident and Health Dis- 














ability policies that you learn more about Continental In- 
come Protection forms—the forms that sell and stay sold, 
backed by the greatest Accident andZHealth Insurance 
organization in America. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. Alexander, Pres. - 7’ 


General Offices: Chicago, U. S. A. 
Canadian Head Offices: Toronto, Ontario 














—— The eae States Life mariana ee an 
( “GRAND RAPIDS LABEL CO. ATLANTA, GA. aid 


GRAND RAPIDS, 
WILMER L. MOORE, President 


Good territory for live agents. 


MICH. LABE 




















10) a9 20) m8) a. Liberal contracts direct with the Company. 
SHOWING ELABORATE DISPLAY Policies include Double Indemnity and Disability 
benefits, 
; ROBERT F. MOORE, Agency Secretary 
W. E. SMALL, President E. P. AMERINE, Secretary 


When Insured in Georgia Casualty Company 


You Are = O, _ Everyone Is 


Surplus and Reserves to Policyholders Over Two Million Dollars 
HOME OFFICE: MACON, GEORGIA 
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judgment and reason that they should continue 
to do business in the State of Mississippi and 
not from any spirit of retaliation or to affect 
the suit for penalties mentioned in the peti- 
tions.” 

Speaking of the venture, Insurance Commis- 
sioner Henry said that insofar as he knew, 
that it was backed by reputable people, and that 
the promoter, Mr. Capdeville, came to him 
with good endorsements, especially from his 
home State, Louisiana. 

Mr. Henry told the representative of THE 
SPECTATOR that he would be willing to have the 
company begin to write business when $100,- 
000 capital and $50,000 surplus had been paid 
in, and that he would permit it to write a net 
line of ten per cent of its paid in capital. 

It is stated in Jackson that Lieutenant Gov- 
ernor Houton of Louisiana, who is a close 
personal friend of Mr. Capdeville, is interested 
in the venture, and will subscribe for a block 
of stock. 

The Insurance Commissioner’s office con- 
tinues to receive daily numerous inquiries 
from wild-cat fire companies, desiring to enter 
the State. A number of letters have also come 
from promoters who wish to get information 
relative to the State’s insurance laws, and in- 
dicating a desire to incorporate in the State. 
Mr. Henry says that very few of these inquiries 
deserve serious consideration. 


Will Issue Copyrighted Contract 


The Iroquois Fire Insurance Company, 
which is being organized at Chicago, has moved 
headquarters to Peoria. E. W. Wilson, pres- 
ident of the Wilson Provision Company of 
Peoria, is president. W. L. Dickelman and 
Henry J. Woessner, both of Chicago, are secre- 
tary and treasurer respectively. 

The new company plans to issue a copy- 
righted policy for intermittent term insurance 
for covering concerns whose stock fluctuate 
widely during the year. The premiums will be 
adjusted at the close of the year as the changes 
in the policy warrant. 


Record for Speedy Adjustments 
W. B. Gasche, president of the Alliance Co- 
operative Insurance Company of Topeka, 
claims the record for speedy adjustment of a 
loss. Recently Gasche was driving in the 


country in Cherokee county when he saw a 
farm home on fire. He drove to the fire, found 
the house a furnace and most of the household 
goods piled in the yard. The owner of the 
home was not at the farm but the wife was. 
Mr. Gasche talked with her, found that his 
company had the insurance, and they figured 
the loss. The next day Mr. Gasche came back 
to see the husband and learn if the settlement 
arranged with the wife was satisfactory. It 
was, and Mr. Gasche drew a draft for the eight 
hundred dollars and everyone was happy. 





American Eagle Fire Convention 

A special convention of fieldmen and ex- 
aminers of the American Eagle Fire Insurance 
Company was held in New York recently. 
Newly elected President Norman T. Robertson 
welcomed the men, sketching briefly the com- 
pany’s aims and policies of expansion for the 
future. Secretary H. E. Maxson proceeded 
with a talk on the business outlook and com- 
pany problems. Among the other speakers 
were Special Agent W. T. Dooley of Boston, 
Examiner Madden, home office, and the fol- 
lowing heads of departments: C. W. Pierce, 
engineering; V. L. Gallagher, business develop- 
ment; R. J. Rice, Jr., automobile, and A. K. 
Taylor, advertising. 

That evening, the new president was host 
at a dinner given to the company’s family of 
fieldmen and examiners in the yacht room of 
the Hotel Astor. Special agents and examiners 
representing the following territories were 
present: 

Special agents—Scott Winans, suburban New 
York; D. W. Cavert, central New York; A. J. 
Hughes, western New York; W. V. A. Keeler, 
New Jersey; C. H. Abrams, eastern Pennsyl- 
vania, Southern Maryland, Delaware and Dis- 
trict of Columbia; R. P. Burke, Maine, New 
Hampshire and Vermont; W. T. Dooley, east- 
ern Massachusetts and Rhode Island; J. F. 
Gough, western Massachusetts and Connecti- 
cut. Examiners—Madden, New Jersey, Long 
Island; Sullivan, Pennsylvania, Maryland, 
Delaware and District of Columbia; Davidson, 
New York and suburban, except Long Island; 
Kaufman, Massachusetts, Rhode Island, Maine, 
New Hampshire, Vermont and Connecticut; 
Crane, Alabama, Georgia, North Carolina, 
South Carolina and Virginia; Garrett, Florida, 
Texas and Louisiana. 


—A proposal to get an underwriters’ salvage corps 
at Hartford is being agitated in that city. 


VANCOUVER AGENTS CONFER 


Complete Draft of Constitution to Govera 
Association of Province 
(Special Dispatch to THe Spectator) 

VANCOUVER, January 25.—Fire insurance 
agents of British Columbia at their confer- 
ences held at the Hotel Vancouver this week 
completed a draft of a constitution to govern 
agents associations throughout the province. 
J. J. Batfield’s address on “Some aspects of the 
business from an agent’s standpoint” called for 
an animated discussion in which Senator A. E. 
Planta of Nanaimo took the leading part, while 
John L, Noble, secretary of the British Co- 
lumbia Fire Underwriters Association out- 
lined the purposes of the organization. 

Among the other speakers were: Major 
John C. Coates, of Seattle, president of the 
Washington Insurance Federation and George 
L. Shetky, president of the Vancouver Fire In- 
surance Agents Association. It was decided at 
the conference to delay the formation of a cen- 
tral agents association until the fall. 





Kansas Security Values 

Frank L. Travis, Kansas Superintendent of 
Insurance, has asked the legislature to estab- 
lish by law a basis for computing the values 
of securities held by insurance companies for 
reserves. The bill as presented to the legisla- 
ture establishes the method to be used in 
Kansas as follows: 

“If the security is purchased at par and it 
is not in default of payment of interest or 
principal, it is to be valued at par. 

“If the security is purchased at above or 
below par the value is to be adjusted so as to 
bring the value of the security to par at ma- 
turity. 

“The purchase price of securities can never 
be listed as higher than the actual market 
value at the time of purchase as shown by cur- 
rent market reports at that time.” 


State Fire Insurance Office 

The annual report of the State Fire Insur- 
ance Office of New Zealand, covering 1910, 
shows that the total net income was £110,565, 
the insurance underwritten having been 
£26,160,290. The loss ratio was 23 per cent 
of net premiums, and the expense ratio was 
about 30 per cent. The accumulated funds at 
the end of 1919 amounted to £256,337. 








= ee 





AMOS BLOOM, 


President. 








City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 
Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 
Secretary and Underwriting Manager. 
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NATIONAL COUNCILLORS TO MEET 


Chamber of Commerce of United States 
Meets January 27 


The National Councillors of the Chamber 
of Commerce of the United States will meet in 
Washington Jan. 27 and 28. According to 
M. B. Trezevant, manager of the insurance de- 
partment, the following organizations will be 
represented at the meeting: 

Bureau of Personal Accident and Health 
Underwriters, Richard H. Thompson, fourth 
vice-president of Maryland Casualty. 

International Association of Casualty and 
Surety Underwriters, D. G. Luckett, secretary 
and general manager, United States Casualty. 

National Workmen’s Compensation Service 
Bureau, Edson S. Lott, president, United 
States Casualty. 

Plate Glass Insurance Exchange, New York, 
Nelson D. Sterling, vice-president, Fidelity and 
Casualty. 

Surety Association of America, R. R. Gilkey, 
secretary. 

National Aircraft Underwriters Association, 
Edmund Ely, manager of Aircraft Department, 
Aetna Life Insurance Company, New York. 

National Association of Mutual Casualty 
Companies, Charles E. Morrison, vice-presi- 
dent of Utilities Mutual, New York. 

National Board of Fire Underwriters, O. E. 
Lane, president, of Niagara Fire. 

Fire Insurance Club of Cleveland, A. W. 
Neale, of Neale-Phypers Company. 

National Association of Mutual Insurance 
Companies, Houston Dunn, secretary of Paint 
Trade Mutual Fire, Philadelphia. 

Southern Industrial Insurers’ Conference, 
I. S. D. Sauls, vice-president and general man- 
ager of Continental Life, Washington, D. C. 

Association of Marine Underwriters of the 
United States, Sheldon Catlin, vice-president 
of Insurance Company of North America. 

Insurance Federation of America, Philip S. 
Powers, resident vice-president, Richmond, 
Va. 

Insurance Federation of Massachusetts.—— 
John W. Downs, vice-president, Boston. 

Insurance Federation of Michigan—Mark 
T. McKee, vice-president and counsel, Detroit. 

Insurance Federation of New York.—A. C. 
Hegeman, vice-president, Davis, Dorland & 
Co., New York. 

Insurance Federation of Pennsylvania— 
Henry Putnam, president, Philadelphia. 

Insurance Federation of Virginia —Charles 
I. Lunsford, president, Richmond. 

National Association of Life Underwriters. 
—Ernest J. Clark, State agent John Hancock 
Mutual Life, Baltimore. 

National Board of’ Marine Underwriters.— 
Sheldon Catlin, Philadelphia. 

National Association of Insurance Agents. 
—Holcombe G. Johnson, Johnson & Adams, 
Washington, D. C. 


Cancel Policies on Tobacco Barns 
Insurance companies are ordering the can- 
cellation of policies on barns in which loose 
leat tobacco is stored, according to advices re- 
ceived from Lexington, Ky., yesterday. This 


action has been made necessary by the in- 
creased losses, the companies explain in their 
order to agencies located at Paris, Bourbon 
county. While no actual violence has so far 
been laid to night riders, nearly 100 tobacco 
barns in the State have been burned during 
the past year and the winter months have been 
particularly disastrous. 


Grain Belt Takes Over Horticultural 

The taking over of the business of the 
Horticultural Insurance Company of Des 
Moines has been announced by the Grain Belt 
Insurance Company of this city. Enlarge- 
ments have been made to take care of the ad- 
ditional business. The Grain Belt is one of 
the biggest exclusive hail insurance companies 
in the country with twenty millions of Iowa 
business on the books. 

The officers are: C, Fred Morgan, presi- 
dent; Warren T. Ayres, vice-president; W. S. 
Tidrick, second vice-president; Frank S. 
White, third vice-president; Glenn Tidrick, 
secretary; W. H. Thompson, treasurer. 





“Fire Reinsurance” 

The second edition of “Fire Reinsurance,” 
by Goeffrey W. Wilkinson, has been issued by 
Charles & Edwin Layton. The book has been 
revised and enlarged, and, because of the great 
extension of the fire reinsurance business in 
recent years, will be found of general interest. 
An additional chapter has been added to this 
edition, containing a historical sketch, and the 
chapter on the method of effecting fire rein- 
surance has been amplified. This book may be 
procured through The Spectator Company, 
New York, at one dollar per copy. 





Extracts From Statements of Fire and 
Marine Insurance Companies 
Surplus 
Name and Location to Policy- 
of Company Dec. 31 Assets holders 
\tlas National, Sioux { 1920 193,904 145,755 
Balle. Sle. ccc 11919 195,080 192,608 
Grain Belt, Des Moines, 
Ge sahidwiadeaswe ces 1920 813,609 125,448 
Merchs. and Shippers, § 1920 $602,505 $487,973 
IN a. siece we oeterees 11919 527,33 428,263 
Mill Owners Mutual, {1920 1,662,628 $1,013,109 
Des Moines, Ia...... 11919 1,302,612 £738,608 
Security, Davenport, Ia.f1920 1,085,861 ...... 
11919 955,248 290,751 
Seaboard Fire, Atlantic [1920 142,450 102,062 
Cite, Ne Focedscnans 11919 146,927 126,371 
Includes permanent fund, $100,000. 





—Application has been made for admission to the 
State of Oklahoma by the Caledonian Insurance Com- 
pany, which is complying with its requirements and 
has appointed Beers, Kenison & Co. the company’s 
agents to assume jurisdiction over the new territory 
as soon as the company is licensed in that State. 

The governing committee of the Cincinnati Fire 
Underwriters Association has elected the following 
President, Carl Klene, Jr.; vice-president, 
secretary and treasurer, Joseph 


officers: 
Charles A. 


I’. Schweer. 


Meyers; 


Kansas towns had three bad fires last week—as a 
matter of fact, all the same day. The business sec- 
tions of Perry, Woodruff and Homewood were prac- 
tically entirely wiped out by the fires. All are small 
towns, and the losses will exceed $75,000, with com- 
paratively little insurance. None of the towns had 


any fire protection. 


Il 


Texas Towns Get Better Rate 

A maximum credit of fifteen per cent for 
good fire record has just been granted by the 
State Fire Insurance Commission to the towns 
of Runge, Gonzales, Angleton and Victoria. 
The Commissioner estimates that these credits 
will means a saving of $1,201.50 in insurance 
premiums for Angleton in 1921, $6,410.53 to 
Gonzales, $1,455.68 to Runge, and $7,544.26 to 
Victoria. 
A New Journal 

The Industrial Fire Chief is now being is- 
sued by the Foamite Firefoam Company, New 
York. A recent issue contained several inter- 
esting articles devoted to the reduction of the 
fire waste, with illustrations calculated to im- 
press readers with the necessity for adequate 
fire protection. An interesting feature shows 
the operation of a non-freezing fire extin- 
guisher, which will operate at 40 degrees be- 
low zero, 


Receiver for Reciprocal 

The Circuit Court of Cook County, IIl., has 
appointed Harry Lipman receiver for the Cen- 
tral Casualty Underwriters, an automobile 
reciprocal association with headquarters in 
Chicago. The concern was organized by the 
Illinois insurance department in 1919. E. H. 
Nichols was the attorney in fact. Most of the 
outstanding risks have been reinsured by the 
Fort Dearborn Casualty Underwriters. 


Two Large Fires Tuesday 
There was a fire at Athens, Ga., which de- 
stroyed property valued at $2,000,000, on Tues- 
day last, and on the same day there was a $1,- 
000,000 fire at New Haven, Conn. 


Michigan Company Officers Organize 

The Association of Michigan Fire Insurance 
Executives has been formed with these officers: 
Chairman, T, A. Lawler, Columbian National; 
secretary-treasurer, R. K, Orr of Lansing. 


Death of Harry E. Fish 
Harry E. Fish, manager of the sprinklered 
risk department of the Liverpool and London 
and Globe of Liverpool at its United States 
branch office in Newark, died on Tuesday last. 


Imperial’s Capital Increased 
The capital of the Imperial of New York has 
been increased from $200,000 to $500,000, and 
the company now has assets of $2,145,700. 


North American National, Des Moines 

The name of the North American Fire’ of 
Des Moines has been changed to North Amer- 
ican National Insurance Company, 


Fire Loss $15,000—No Insurance 
There was no insurance on the City Hall of 
Columbus, O., which burned early this month. 
The loss is estimated at $15,000. 


—A prominent fire insurance company in another 
column of this issue advertises for an experienced 
insurance accountant. 
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MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


ABSTRACT FROM SIXTY=NINTH ANNUAL REPORT 
For the year ended December 31, 1920 
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GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 731 Railway Exchange Bldg., Kansas 
City, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 DallasCounty State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 








Attention, Insurance Men! 








A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 
All answers treated with confidence 


Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 

















C. A. CRAIG, President N. H. WHITE, 3rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS Secretary and Treasurer 


The National Life and Accident Ins. Co. 


OF NASHVILLE, TENN. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 











$150,000.00 Deposited with Treasurer of Tennessee! 


The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 
months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate benefit from date 
of issue and are up-to-date in every respect. 

ORDINARY POLICIES contain a valuable TOTAL AND PERMA-= 
NENT DISABILITY Clause and DOUBLE INDEMNITY features and 
are guaranteed by State endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
BASIL S. WALSH, President P. J. CUNNINGHAM, Vice-Pres. 
JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treas. 
Independence Square, Philadelphia, Pa. 
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THE MAN AND THE JOB ¢ 


The time which all employees have looked forward to, when the job would be hunting the man instead of the man 
hunting the job, has evidently come. _If you can do anything in the way of producing material or moral values, the job 
is waiting for you—looking for you. Life insurance companies have heretofore been in the position of the employee who 





had to hunt his job in order to get the opportunity to do the work he was able to do for the benefit of his employer 
and the community at large. Now employers are looking for men and men who need life insurance are looking for 
a life company that will insure them. 

This advertisement is therefore printed here to notify the public that the New York Life Insurance Company, 
organized under the laws of the State of New York in 1845, is ready to do the job for those who need life insurance. 
The Company did the job for over TWO HUNDRED THOUSAND MEN AND WOMEN in 1919, but was obliged 
to turn away over FIFTEEN THOUSAND, not because the Company’s facilities were not ample, but because they 
applied too late—they were no longer insurable! They wanted protection to the amount of SIXTY MILLION 
DOLLARS, and the Company could not furnish a dollar. 

So the Company is printing this notice to the effect that, it is ready to do the job for healthy men and women, 
on application. Its facilities are ample, its work has behind it the guarantee of seventy-five years of faithful service, 
a mutual organization with a membership of over a million insured persons, with ample reserves to meet every con- 
tingency. The Company has Branch Offices in the principal cities, and Agencies in nearly every county. You can 
easily find one and he will do the job—if you haven’t waited too long. 


NEW YORK LIFE INSURANCE CO, 
DARWIN P. KINGSLEY, President. 346 & 348 Broadway, New York, N. Y. 
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NEWS OF THE LIFE INSURANCE WORLD 














Detroit Life Insurance Company 


The Detroit Life Insurance Company—‘“the 
company of service,” as it is styled—closed an- 
other successful year on December 31 last, 
when it had $22,005,000 of insurance in force, 
and assets amounting to $1,789,561. The in- 
crease in new business last year for all com- 
panies is estimated to have been about 28 per 
cent over 1919, whereas the increase of the De- 
troit Life was 43 per cent, its new business paid 
for having aggregated $7,581,442. The new 
business written during the year was $9,439,- 
706, a gain over that of 1919 of $2,766,199. 

The Detroit Life broke all records of Mich- 
igan companies in regard to the amount writ- 
ten in Michigan, thus proving the great popu- 
larity which it enjoys among the people of its 
home State, and indicating their appreciation 
of the service rendered by the company. The 
total premium income of the company in 1920 
was $769,979—an increase of $204,384. The 
January edition of the monthly paper issued by 
the Detroit Life contains the following edi- 
torial summary, which indicates coming im- 
provement in industrial conditions: 

A careful survey of general business and in- 
dustrial conditions throughout the State of 
Michigan indicates a complete change for the 
better. Not only are the automobile and other 
machine manufacturing companies resuming 
operations on a substantial scale, but mining 
evidently has turned the corner, and reports 
from agricultural districts throughout Michi- 
gan indicate that the farmers are planning for 
larger crops in 1921, due particularly to return 
to the farms of high class agricultural labor. 
Evidence of this improvement is seen not only 
in the increased demand for life insurance, but 
in the readjustment of practically all savings 
accounts. 





Kansas City Life Insurance Company 

A remarkable record was made in 1920 by 
the Kansas City Life Insurance Company, of 
Kansas City, Mo. This enterprising company 
issued $63,036,028 of new business, on applica- 
tions, and its total new business from all 
sources was $63,981,633—this being the greatest 
amount issued in any year in the history of the 
company. It closed the year 1920 with $220,- 
336,167 of insurance in force, and with net 
admitted assets amounting to $17,490,596. The 
legal reserve on outstanding policies was $15,- 
240,653, and after setting aside funds for taxes, 
unpaid claims and other liabilities, there re- 
mained a surplus for the protection of policy- 
holders amounting to $1,744,692, comprising 
$200,000 capital, $1,342,977 of surplus assigned 
for annual and deferred policy dividends, and 
$201,715 of unassigned surplus. The mortality 
experience of the company last year was very 
favorable, the percentage of actual to expected 
having been but 50.6 per cent. The death claims 
paid in 1920 amounted to $1,056,938, and the 
total payments to policyholders were $1,622,780. 
The average rate of interest earned on invest- 
ments was 6.5 per cent. These figures indicate 





a year’s work with which President J. B. 
Reynolds and Secretary C, N. Sears may well 
feel gratified. 





Occidental Life Insurance Company of 
California 

It has become customary with the Occidental 
Life Insurance Company of California, whose 
head office is at Los Angeles, to make steady 
gains, year by year, in the outstanding financial 
and insurance features of its annual statements, 
and the exhibit as of January I, 1921, is no ex- 
ception to this rule. In fact, in some respects 
the year 1920 was the most progressive one in 
the company’s history. 

Among the gains noted as having been made 
last year are the following, in round figures: 
In assets, over $600,000; in life’ premium in- 
come, over $300,000; in accident premium in- 
come, over $39,000; in total income, about 
$360,000; in life insurance written, over $3,- 
000,000, and in life insurance in force, over 
$9,700,000. These figures, representing the 
gains in last year’s business and standing over 
those of the previous year, well indicate the 
progressive character of the management of 
the Occidental Life. Especially it should be 
borne in mind that the increases made in 1920 
were over the high records made in 1919, which 
is regarded as having been the best year on 
record in life insurance, up to that just closed. 

In 1920 the Occidental Life wrote new life 
insurance to the amount of $14,084,944, and 
closed the year with life insurance outstanding 
to the amount of $37,858,592. Its premium in- 
come last year in the life department was $1,- 
187,537, and in the accident department, $299,- 
825, its total income having been $1,632,113. 
It closed the year with $3,053,933 of assets, 
while its liabilities, excluding capital, amounted 
to $2,679,925, including reserves on life policies 
amounting to $2,543,560. The surplus to pol- 
icyholders was, therefore, $374,008, including 
$250,000 fully paid capital. 

Among the admitted assets of the company 
are first mortgage loans on real estate to the 
amount of $1,744,576; United States war 
securities valued at $276,454; other bonds, 
$269,658; loans to policyholders on policies, 
$380,601; real estate (book value), $102,460; 
cash, $116,968, together with other minor items. 

The officers of the Occidental Life, who 
have so capably managed its affairs, are: Presi- 
dent, Joseph Burkhard; vice-president, Seth A. 
Kenney; treasurer, John W. Vaughn; secre- 
tary and general manager, Robert J. Giles. 


The Evolution of Life Insurance 
The address by President William A. 
Hutcheson of the Actuarial Society of Amer- 
ica, upon “The Evolution of Life Insurance,” 
has been reprinted from the Transactions of 
the Actuarial Society in pamphlet form. 
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Equitable Life of Iowa 


The fifty-fourth annual statement of the 
Equitable Life Insurance Company of Iowa, 
of Des Moines, shows that fine progress was 
made by that fine old company in 1920. Its 
assets increased over $5,000,000, while its new 
business showed an increase of over $4,000,000, 
and its outstanding insurance at the end of the 
year advanced $48,000,000. Its mortality ex- 
perience was also exceptionally favorable, the 
ratio of actual to expected having been but 
forty-seven per cent. The company closed the 
year 1920 with $33,676,004 of admitted assets, 
and its premium reserve then amounted to $29,- 
823,216. Most of the remaining liabilities con- 
sisted of dividends for poilcyholders, but the 
company also carries a mortality fluctuation 
fund of $220,000. After providing for all lia- 
bilities there remains the sum of $1,694,289 of 
unassigned funds and capital stock. The insur- 
ance in force December 31 last was $254,538,- 
407, and the new paid-for business written last 
year reached the sum of $62,399,248. The of- 
ficers of this enterprising Western company 
are to be congratulated upon this gratifying 
record. 


H. H. Putnam Joins John Hancock 

Henry H. Putnam, well known to the entire 
insurance fraternity as a journalist and execu- 
tive, has been named manager of the depart- 
ment of publicity for the John Hancock 
Mutual Life. Mr. Putnam began his journal- 
istic career with the “Standard” of Boston, in 
1886, and later became editor of the paper. In 
May, 1890, he started the Journal of Insurance 
Economies, and in 1903 he began to publish and 
edit the American Agency Bulletin. Several 
years later he was elected secretary-manager 
of the National Association of Insurance 
Agents. 

Mr. Putnam continued in the service of the 
agents association until 1918, when he re- 
sponded to the call for volunteers to go over- 
seas for the Y. M. C. A. and served in France 
with the A. E. F. “until the boys came home.” 
Since his return he has been president of the 
Insurance Federation of Pennsylvania. 


The Bail Bond Inquiry 
The report of the John Doe investigation on 
bail bonds in New York city will embrace a 
recommendation that surety companies writ- 
ing bonds be made directly responsible. The 
report will also recommend limitation of the 
fee and the placing of agents on a salary basis. 


—The California department of the Travelers In- 
surance Company announces that its paid-for life 
business in that State during last year, exclusive of 
group insurance, amounted to $12,179,232, which is a 
gain of $1,028,198 over the same item for 1919. The 
accident and health premiums showed an increase of 
$37,091, the amount being $434,697. 
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FINANCIAL CONDITION OF 


WEST COAST LIFE INSURANCE COMPANY 


San Francisco, California 
January 1, 1921 


ADMITTED ASSETS LIABILITIES 

Rial usainin ROMO. jor. ceases se oh.saws lem eane ss $703,373.05 Reserve on all outstanding Policies............... $5,010,413 .18 
RS Co ten es 2 ee rr 832,044.50 Reserve for losses incurred................0.000- 82,544 .98 
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ANS AID PAOUOWHOVECTS 5 6 ois. cise 6400s oe os 2 wns os 906,924.22 Reserves tor taxes payable during 1921........... 50,901 .10 
Premium Notes and Policy Liens................. O5:372-00  Aillbother Liabilities... coo as 6 os 3. 04:5:4 eee eietnsienn 11,258 .74 
Beads and backs OWMEG.... ....). 5 os ok ccc cess ere Zieeevesoe ‘Capital Stock, ooo. oiccis os:eicseoecacceeis vos $250,000 .00 
Net Premiums outstanding and deferred.......... 274,678.90 Assigned Surplus (Deferred and Annual 
Paterest Gite ANG BCCHUEH . 5. oo. Sass icc ccs ees 48,545 .94 Dividend: Hands). «6.646 ccs oa cic 197,940 .56 
Cash th Banke mad mOlice... «<0... 66 sis coos ones 157,811.41 Unassigned Surplus................. 178,789 .97 
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Total Admitted Agsets........... 20500 0008s0cenen $5,809,869 .61 $5,809,869 .61 


Force--rPaid for Basis $46,101,538.00 


INCREASES MADE DURING 1920 


Insurance In 
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- KOSTER, President 


GORDON THOMSON, 
Vice-President and Actuary 


CHAS. W. HELSER, 
Vice-President and Agency Manager. 














THE MUTUAL BENEFIT LIFE INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 



































1845 FREDERICK FRELINGHUYSEN, President 1921 
INCOME . DISBURSEMENTS 
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All other Income (net).........- aieieselaie roi nie vloke in nvelaia's ip siaibie'e e's : 310.65 Extra War Premiums Returned..................0.c000000e 754.67 
Proceeds of Income Insurance Policies left with Company. .... 1,503,147 .91 Total Paid Policyholders............0..cecceeccuecuuce $26,416,482.77 
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Commissions and Agency Expenses.............00cececcucce 5,474,843 .17 
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Reduction in Book Value of Securities... ..........0. 0. c0eeue 65,850.84 
Paid under Income Insurance Policies..............00c-0ees 1,504,657 .92 
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ET oe $280,070,449.43 IE i evont tatu scdeendane debdcatesee ae ee $280,070,449 .43 
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INSURANCE ACCOUNT _ 
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The expenses incurred in obtaining the new insurance of the year amounted to only 80.8 per cent., and the Total Insurance Expenses to only 
65.3 per cent. of the amount allowed by the insurance law of the State of New York. 

Net Rate of Interest Earned on Invested Assets (Book Values) 1920, 4.78%. 

A full report of the year’s business will be mailed upof request to the Home Office or to any agent. 
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BENEFITS OF TEAM WORK 


Chapter from “How to Sell Insurance” 
by William Alexander* 


OVERCOMING OBJECTIONS AND EX- 
CUSES 


An Answer to Everything Will Force a 
Prospect to Accede to Your Purpose 


Every agent, no matter how expert he may 
be, should from time to time work with a com- 
panion. If he becomes discouraged it will en- 
courage him. If he grows lazy, it will stimu- 
late him. If he becomes stale, it will freshen 
him up. It will help him to observe how an- 
other agent works. Thus he will profit both 
by the achievements and by the mistakes of 
his associate. 

It is generally conceded that two agents, 
where the individual resources of one are com- 
plemented by the special powers of the other, 
can write more than double the amount of in- 
surance that either one could write alone. 

Team work may be conducted in a great 
variety of ways. It is: not necessary that both 
should engage in the conduct of a canvass. 
One may do the talking and simply depend 
upon the other to give him moral support, or 
to endorse his statements. One may develop an 
idea, leaving the other to close the case. One 
may conduct the interview alone, relying on 
the other simply for confidential advice. One 
may draw the prospect’s fire and then withdraw 
for consultation. Then the one best fitted to 
close the case can conduct the final interview 
with the prospect. 

\ friend of mine, whom T shall call Smith, 
once secured the co-operation of an influential 
man, whom I shall call Brown, in the following 
manner: 

Smith had been listening patiently to Brown 
while he recited a long list of reasons why he 
could) not co-operate. At that juncture 
Brown’s partner happened in, and Brown said 
to him, “T have just been telling Smith why T 
can't do what he wants. I wish you would ex- 
plain more at length how impossible it will be 
for me to serve him—I have an important mat- 
ter to attend to—I’ll. come back in a few 
minutes.” 

\s soon as Smith found himself alone with 
the partner, he said, “Kindly let me state my 
case first. After that I’ll listen to you.” Then 
Smith started in to recite all Brown’s points, 
turning them to his own advantage, and using 
them as arguments in favor of his own con- 
tention. Thus he convinced the partner, and 
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_not insuring, or for postponing action. 


he and the partner joined forces in persuading 
Brown to change his mind. 

Thus two agents can often turn a prospect’s 
objections into arguments in favor of an = 
surance transaction. One of these agents will 
go to the prospect alone, will draw his fire, and 
will find out all his reasons for not insuring. 
Then the other will tackle the prospect, and 
without referring directly to the objections that 
have been raised, will make his points in such 
a way that he will demolish those objections— 
and win the case. 

I know two agents who work together in a 
rural district. When they find a farmer plow- 
ing in his field, one agent takes the plow and 
turns a few furrows, while the other sits down 
with the farmer and writes his application. 

In sparsely settled districts it is far pleasanter 
to have a partner than to prosecute a solitary 
canvass. 

As every agent knows, some prospects can 
only be reached in their homes in the evening. 
And while it is hard to start out alone at night, 
it is easy to go with a companion. 

Companionship increases a man’s confidence 
and cheerfulness. It steadies him if he has a 
partner to share his responsibilities and to 
bear part of the burden if reverses come. 

Some agents always work in couples, and 
every agent should work from time to time 
with a companion. 

Your aim is to insure your prospect. His 
aim is to defeat your purpose. To that end he 
will raise any objection that may occur to him 
on the spur of the moment. 

These objections are of two kinds: those 
which are mere excuses to put you off, and 
those which he regards as sound reasons for 
You 
can deal lightly with the former, or ignore 
them altogether. But real obstacles must be 
met. 

Let us consider a few examples of both 
kinds of objections: 

If a man refuses to insure because he “can’t 
afford it,’ and you are convinced that he can 
afford it, you should try to turn his thought 
from the question of paying for a policy until 
you have made him feel that he really wants 
one. Then if he is able to pay for it he will 
take it. On the other hand, if he wants it but 
still feels that he can’t afford. to pay for it, 
the time will have come for you to show that 
he cannot afford to go without it; that he is 
not called upon to pay for it in full as in the 
case of an ordinary investment; that the out- 
lay will be small as compared with the large 
capital instantly created, and that as he has 
good credit you can show him a simple way of 
making the transaction easy and convenient. 


There are various ways of dealing with such 


a case. One would be for you to say: 

If I fail to show you that you really want 
what I have to offer, you will not take it at any 
price. So with your kind permission I’ll state 
my position and then you will be able to judge 
for yourself just what it may be worth to you. 
But note in passing that I am not advising you 
to incur an expense: I’m advising you to make 
a deposit on account of a good investment; 
etc., etc. 


Or, you could say: 


The question of price is important, of course, 
but I don’t want to waste your time and mine 
by putting the cart before the horse. I can 
show you in ten minutes the value of the in- 
vestment I have to offer. Then if you find that 
you want it, you can judge as to whether it is 
worth what it will cost. 

Or, you could say: 


_ The question of rate is important, but your 
time is valuable and so is mine. Let’s find out 
whether my company can do business with you 
or not. It will take our examiner only a few 
minutes to look you over. Every sensible man 
nowadays gets a doctor to examine him now 
and then, and here’s a chance to have this done 
without expense. 

Thus you may succeed in deferring the ques- 
tion of price until after you have shown the 
value of the policy. 

If a man says, “It is necessary to put all the 
money I can scrape together into my business,” 
you can reply: 

The object of life insurance is not to make 
money, but to protect it. Everyone knows that 
it is easier to make money than to save it. 
When you insure your property against fire you 
do not thereby increase your stock, or add to 
the value of your property. You are simply 
safeguarding what you already possess. But 
although you get no return for your fire 
premiums unless your property is burned up, 
you are sure of a return from your life policy. 

If a man says, “I’ll take the risk,” you could 
say: 

It is impossible for you to shoulder such a 
risk; it must be taken either by your wife and 
children or by a strong corporation. Which 
shall it be? 

If he says, “It is a gambling proposition” ex- 
plain that, on the contrary, insurance eliminates 
the gambling element in life. The life of the 
individual is uncertain, but the average length 
of life of a multitude of people can be accu- 
rately determined. Thus the company sub- 
stitutes certainty for uncertainty, and thor- 
oughly protects the individual, who, standing 
alone, would continue to be the victim of 
chance. 

Another point just here is that the man who . 
fails to insure is the gambler. He makes a 
wager with Death and is sure to lose. Or, to 
be more exact, he makes a wager which will 
certainly be lost. But the loss will fall, not on 
him, but on his wife and children. 

If a man says, “I can take better care of my 





money than any insurance company,” a tactful 
explanation will show him that the company 
you represent has advantages in this connection 
that no individuals enjoy. Show him that the 
sum of the small deposits made by all the 
policyholders of a company constitutes a great 
fund which attracts safe and desirable invest- 
ments from all quarters. Besides this, the 
comparatively small sums which you ask him 
to put into life insurance if retained by him 
would probably lie idle, or be spent. 

If he contends that a savings bank is bet- 
ter, tell him that what you offer is an “insured” 
savings account; that he must live long to ac- 
cumulate a substantial fund by means of the 
savings bank; that even if he lives the tempta- 
tion to draw out the money deposited in a bank 
is almost irresistible; whereas the policy may 
yield in a few months a sum which it would 
take many years to accumulate by a savings bank 
account. But do not speak slightingly of the 
savings bank. It is an exceptionally valuable 
institution in connection with life insurance. 
The man who wants to make it easy to pay his 
life premium should open a special account 
in his bank and make a monthly deposit in 
it, so as to. have at the end of every twelve 
months a sufficient sum on deposit to pay the 
annual premium on his policy. 

If a man says, “I have pressing obligations 
which must be discharged first,” show him that 
the most pressing of all his obligations is to 
protect the future of those dependent upon 
him. Explain that if his creditors are pressing 
him he can secure delay by showing that one 
motive for taking the insurance has been to 
protect them. 

If he says, “I shall let the matter rest until 
I have talked it over with my wife,” you can 
ask him if he is in the habit of consulting his 
wife about all his business deals. If so, you 
should offer to go with him to explain your 
proposition to her. She may be prejudiced 
against insurance under the mistaken idea that 
its object is to compensate her for the loss of 
her husband, or provide a salve for her 
wounded spirit. Or she may be superstitious 
and think that if her husband is insured his 
life will be threatened. No intelligent man 
makes such blunders. He knows that the in- 
surance is simply designed to restore something 
that is lost when his life comes to an -end, 
such as the earnings from his business or pro- 
fession. He ought to know also that the 
tendéncy of insurance is to lengthen life. 
Many men have testified that the thought of 
their insurance has helped them to recover 
from severe illnesses. 





Insurance Sales Letters 


Open the way to real business—create a een 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
any official writes, ‘‘Am well pleased with the letters. 

hall be able to make effective use of them.” Re- 
quest particulara—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
ae handle such an agency. Address 


Exclusive, care of The Spectator 








Where this is a mere excuse, your request 
to interview the wife may decide your pros- 
pect to act independently. 

You can quote cases where the husband has 
acted wisely in spite of the opposition of his 
wife and without her knowledge, with the re- 
sult that her eternal gratitude has gone forth 
to him and to the insurance company. 

I have heard of an agent who always 
whistles this excuse down the wind by saying, 
“Why talk with: your wife? Consult some 
other man’s widow—she will know how to ad- 
vise you.” 

But if you talk with the wife you can prove 
that you are offering something that will be of 
inestimable value to her, and the favorable 
action of the husband may be expected to fol- 
low. The prejudice against life insurance 
among women, moreover, is passing away. 
And many wives now stimulate their husbands 
to action. The following extract is from a 
letter written by a policyholder to one of our 
New York companies: 

My reason for seeking an increased insur- 
ance upon my life at this particular juncture 
is the earnest request of my wife that I should 
do so. According to the instincts of her sex, 
the prospect of a long separation brings to her 
some forebodings, a more vivid realization of 
the uncertainties of life, and a recoil from the 


thought of being left without an adequate pro- 
vision for herself and her two children. 


Where the inexperienced agent accepts the 
excuse that a man is already insured, and 
abandons the case, the experienced agent finds 
out where the prospect is insured and for what 
amount. If the insurance is for an inadequate 
amount he will then show how important it is 
for the prospect to take an additional policy. 

If the insurance is in a fraternal, or assess- 
ment society, the agent will enlarge upon the 
advantage of additional insurance of the safest 
and most advantageous character, but he will 
be careful not to criticise the insurance the 
prospect already carries. 

The man who says, “I have sufficient capital 
to support my family,” should be reminded 
that the wealthy are the largest investors in 
life insurance, and that a certain proportion of 
these meet with reverses, and leaving nothing 
but their insurance for the support of their 
families. 

The excuses and objections that you will en- 
counter in canvassing are many, but with ex- 


16 


perience you will learn how to turn them all 
to your advantage. 





Northern Life Starts Salesmanship School 

The Northern Life of Seattle has established 
a life salesmanship school for the training of 
new men and to assist present members of its 
field force. 

Class meetings are being regularly held at 
the home office, and a correspondence school 
system has been inaugurated for the benefit of 
the outside agents. 

This is undoubtedly going to increase the 
efficiency of the members of the company’s sell- 
ing staff, and it goes without saying that they 
appreciate this forward movement of the com- 
pany in their behalf. 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 


OF AMERICA 
DES MOINES, Iowa. 


REINSURANCE ONLY 


a Full Coverage 








H. B. HAWLEY, President 





F. D. HARSH, Secretary 








Provident Doubles Premium Income 


The Provident Life and Accident Insurance 
Company of Chattanooga, Tenn., reports 1920 
as the greatest year in its history. Its premium 
income amounted to $1,670,000, which is dou- 
ble the premium income collected in 1918. All 
departments of this company have shown a 
remarkable growth and the gain in premiums 
over 1919 was well over the $500,000 mark, 

At the agency convention held in Chatta- 
nooga, December 30 and 31, at which 100 rep- 
resentatives were present, from fifteen differ- 
ent States, a pledge was made by the field force 
to produce $2,000,000 in premiums for 1921. 

The officers of the company state that never 
before in its history has the outlook for the 
company been so bright. A great many new 





Perfect Personal Protection 
The Combined 


Life, Health 
and 
Accident Policy 
Issued only by the 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





HOME "outa 
Niagara Life Building, Buffalo, N. Y. 
Reliable Live Wire Agents Wanted 


EDWARD H. BURKE, 
President and General Manager 











agency connections have been made since the 
first of the year. The company is now operat- 
ing in seventeen States and other States will 
be entered during the year. 


Northern Life’s Capital Increased 

The Northern Life Insurance Company of 
Seattle, looking toward the widening of its 
field of operations, authorized an increase of 
its capital stock to an amount sufficient to meet 
the requirements of California, Oregon and 
other States whose laws stipulate a minimum 
capital of $200,000 for life insurance companies. 

Having a capital stock of but $150,000, an 
additional $50,000 issue was therefore neces- 
sary. 

D. B. Morgan, president of the company, 
says that every share of this new issue has been 
fully subscribed and paid for in cash at the 
authorized price of $165 per share (par value, 
$100). The fact that President Morgan placed 
all of this new issue within three weeks’ time, 
and during a period when the general stock 
market was on the slump, speaks volumes for 
the standing of the Northern Life The entire 
new isstie has been placed with some of the 
most representative and influential business 
men of the community, and not a cent has ever 
been spent by the company by way of promo- 
tion in the sale of any of its stock, either the 
original or subsequent issues. 

The year just closed was the biggest and 
best in the company’s history and its financial 
statement will show most substantial gains in 
every department. 





Big Writers With Mid-Continent Life 

That the Mid-Continent Life Insurance Com- 
pany of Oklahoma City is developing some big 
then is evidenced by the standing of the highest 
ten agents, as announced by Vice-President 
Edwin Starkey under whose management 
comes the direction of agency work. Their 
names and personal volumes for the year are 
as follows: R. E. Leonard, $1,389,750; A. M. 
Robirison, $1,029,450; A. C. Raines, $746,500; 
Tom F. McMechan, $739,000; J. H. Sawyer, 
$650,250: G. H. Child, $546,700; H. W. Card- 
well, $500,000; R. E. Cardwell, $441,750; Ira 
C. Kaylor, $402,750; James B. Rogers, $325,- 


000. 
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New England Mutual Life, Boston 

The seventy-seventh annual report of the 
New England Mutual Life Insurance Com- 
pany of Boston shows that last year the com- 
pany wrote the largest amount of new busi- 
ness in any year in its history, the writings 
having exceeded those of 1919 by nearly 
twenty-five per cent. In the last five years the 
New England Mutual has written more new 
paid-for insurance than the total amount of its 
outstanding insurance in 1915. The company’s 
business is very persistent, and notwithstand- 
ing additional taxes and increased costs the 
surplus to be distributed this year amounts to 
$3,550,000, which is $550,000 more than last 
year. 

A peculiar feature of the company’s busi- 
ness was that during the last sixty days of 
1920 claims were incurred to the amount of 
$1,287,000, of which sum $733,337 was upon 
the lives of twenty-two persons—an average of 
$33,333 on each individual. Claims were paid 
amounting to $1,225,000 under 309 policies, 
which had been in force for an average of only 
two years. 

The New England Mutual Life now has 
assets of $104,587,713, with a surplus of $2,- 
734,845. Its new paid-for business last year 
amounted to $108,411,136, the increase of in- 
surance in force having been $85,594,483, bring- 
ing the total up to $560,773,236. 

The New England Mutual is a strong and 
popular institution, and steadily maintains its 
long established policy of progressive conser- 
vation and liberal fair dealing. Alfred D. 
Foster is president, D. F. Appel is vice-presi- 
dent and J. A. Barbey is secretary of the com- 
pany. OO 
Value of Spectator Publications 

S. J. Winegar, general agent of a prominent 
life insurance company, writes to THe Spec- 
TATOR regarding the usefulness of the “Com- 
pendium of Official Life Insurance Reports” 
and the leaflets, “Actual vs. Expected Mor- 
tality” and the “Combined Death and Expense 
Rate,” as follows: 

Examination of the “Compendium of Of- 
ficial Life Insurance Reports, 1920,” proves 
that the old time accuracy is maintained 
throughout the volume. The data shows our 
company very favorably in this publication. 
This volume ought to be in the hands of every 
representatjve. In my judgment, with these 
accurate tables, -we can meet the sharpest com- 
petition. With this volume in our possession 
we shall expect to double our production dur- 
ing 1921. 

Regarding the leaflets, “Actual vs. Expected 
Mortality and the Combined Death and Ex- 
pense Rate,” which we have pasted in our copies 
of the compendium, they give us splendid ma- 
terial to meet the closest competition. We 
claim to be one of the best insurance companies 
in the world, and THe Spectator publications 
prove this statement to be true. 





Atlanta Sales Congress Postponed 

The Life Insurance Sales Congress, slated to 
be held in Atlanta, January 15, was postponed 
for the reason that the local organization did 
not get wofd in time to make the arrange- 
ments. President Orville Thorp is to come 
back in April for the meeting, arrangements 
being under way for that end. 
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BULWARKS of SAFETY 


PROTE CTING E VER Y POLIC YHOLDER It: 


Central Life Assurance Society 
of the United States (Mutual) 


Des Moines, Iowa 












LARGE SURPLUS 
Nearly $1,000,000.00, over the reserve and all 


liabilities, provides for epidemics and other 
contingencies: 














DISABILITY CLAUSE 


Insures the insured, waiving further prem um pay- 
ments and providing an annuity for the policyholder 
himself in cases of total permanent disab lity. 











STABLE INVESTMENTS 


Over 71% of ledger assets invested in first class real estate 
mortgages not subject to market fluctuations, and insur- 
ing the stability of the Company in the future. 











LOW MORTALITY 


Located in one of the healthiest sections of the country, with a 
large proportion of its risks among farmers, the mortality is 
kept low, insuring liberal dividends and absolute safety. 











AMERICAN EXPERIENCE | ADEQUATE RESERVES 
TABLE OF MORTALITY | SECURING ALL POLICIES 


Has stood the test for fifty years, | The American Experience Table 
providing ample funds year by guarantees the fulfillment of all 
year for current mortality, in| policy contracts by providing 
addition to proper reserves. wholly adequate reserves. 














FAMOUS IOWA DEPOSIT LAWS 


All policies secured by the actual deposit with the State of approved 
securities, makes sure that funds cannot be used in speculation, dis- 
- sipated or stolen. | 
-Never in the history of insurance has a policyholder lost a penny of his 
reserve in an old line company operating under these deposit laws. 
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MISSOURI STATE LIFE 


Portraits Presented of President, Four 
Vice-Presidents and Actuary 








STATEMENT SHOWS BIG GAINS IN 1920 





New Business Over $110,000,000—Insur- 
ance in Force Exceeds $300,000,000 


Including the three second vice-presidents 
and the actuary elected on January 18 last, the 
official roster of the Missouri State Life Insur- 
ance Company of St. Louis is now made up as 
follows: 

President, Marvin E. Singleton; vice-presi- 
dents, Thomas F. Lawrence and W. Frank 
Carter; second vice-presidents, John J Crow- 
ley, John J. Moriarty and William E. Russell; 
secretary, J. J. Parks; assistant secretaries, H. 
V. Donnelly, M. W. Donnelly and F. H. Mor- 
gan; actuary, Clinton O. Shepherd; counsel, 
Jourdan, Raissieur & Pierce; medical director, 
Dr B. Y. Jaudon; assistant medical director, 
Dr. A. R. Stone; comptroller, Herman Brock- 
man; cashier, C. H. Hempel; assistant cashier, 
P. J. Raidt. 

Mr. Crowley was assistant secretary of the 
Travelers Insurance Company of Hartford, 
and is to take charge of the Missouri State 
Life’s health and accident department, which 
field the company will enter in the immediate 
future, and will begin his duties on or about 
March 1. The other two second vice-presi- 
dents are from the company’s organization, Mr. 
Moriarty having formerly been assistant sec- 
retary, and Mr. Russell having been manager 
of the mortgage loan department. -Mr. Shep- 
herd wa’ advanced from the position of assist- 
ant actuary to actuary, succeeding George 
Graham, who recently resigned. 


Marvin E. SINGLETON 


Marvin E. Singleton was born in Waxa- 
hachie, Tex., January 6, 1872, and after receiv- 
ing a public school education moved to Fort 
Worth, where he began his business career by 
organizing the Fort Worth Cotton Oil Co., of 
which he was general manager, before going to 
St. Louis in 1902. After locating in Missouri, 
he organized the East St. Louis Cotton Oil 
Company, of which he was president and gen- 
eral manager until March, 1918, when he sold 
his interest to devote his time exclusively to 
his large personal affairs, which consist of ex- 
tensive farming interests, the Singleton Cotton 
Company, of Tennessee, and banking interests 
both in St. Louis and elsewhere. 

In the summer of 1918 he was called (o 
Washington by the Chief of Ordnance and° 
asked to organize and direct the affairs of thie 
District of Ordnance office located in St. Louis. 
This position he successfully occupied until 
March 11, 1919, when he was elected presi- 
dent of the Missouri State Life Insurance 
Company. 

Besides being a director in the First National 
Bank and the St. Louis Chamber of Commerce, 
Mr. Singleton is a member of the Noon-Day, 
Ridgedale, St. Louis and Missouri. Athletic 
Clubs. His chief recreation is “roughing it” on 
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JoHN J. MorrArty 


Joun J. CrowLey Second Vice-President 


Second Vice-President 


Marvin E. SINGLETON 
President 


Tuomas F, LAWRENCE 
Vice-President 


Wir.tiAm E. RusseELL Ciinton O. SHEPHERD 
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his 2000-acre farm in southern Missouri, which 
is stocked. with thoroughbred livestock. 

Since his.connection with. the. Missouri State 
Life Insurance Company, Mr. Singleton has 
more than demonstrated that his keen executive 
ability and “conservative; though progressive, 
business methods are equal to the task of 
carrying on the management of the company in 
such a.manner that the success of the past will 
become only the foundation upon which will 
tower the achievement of the future. 


TuHomAs F. LAWRENCE 


Upon leaving college, he made a trip abroad, 
then entered the life insurance business, evi- 
dently being directed toward this . choice 
through the fact that his father had been a life 
man, having held the position of secretary 
for the Phoenix Mutual of Hartford for many 
years, 

Mr. Lawrence’s first position was with the 
Etna Life with which he remained until 1903, 


when he became identified with the Hartford . 


Life, ultimately becoming its vice-president. 
It was in January, 1913, that he was elected 
secretary of the Missouri State Life Insurance 
Company, and in January, 1918, the board of 
directors made him vice-president. 

Much of the progress of the company dur- 
ing the past few years is due to the efforts of 
Mr. Lawrence. His devotion to the Missouri 
State Life, his ability as an insurance man and 


his power to attract representative men to its — 


agency force, are responsible for a large meas- 
ure of the company’s’ success. 

Mr. Lawrence is a lover of motoring and 
out-door sports. He is of a congenial, ex- 
pansive disposition; has a reserve force, domi- 
nant executive power, and has made a place for 
himself in the insurance world of the highest 
type, and has hundreds of substantial friends 
throughout the country. 


Joun J. Crowley 

John J. Crowley was born November 21, 
1886, at Hartford, Conn., educated’ in the 
grammar and high schools -of Hartford, 
entered the employ of the Travelers Insurance 
Company in the accident department on March 
13, 1903; on May 1, 1909, was made chief clerk 
of the accident actuarial department, and on 
April 1, 1911, was appointed accident. under- 
writer and served in this capacity until June, 
1917, 

About June 1, 1917, Secretary of the Treas- 
ury William G. McAdoo requested President 
Butler of the Travelers Company to furnish 
the Government with a man capable of arrang- 
ing insurance to provide for the protection of 
American seamen in the merchant marine, 
against loss of life, limb, disabling injuries, or 
detention by the enemy. Mr. Crowley was 
assigned to this work by President Butler, and 
went to Washington on June 11, 1917, where 
he was appointed as assistant director of the 
Bureau of War Risk and placed in charge of 
the organization of the seamen’s division of 
the bureau. . 

On October 6, 1917, the amended War Risk 
Act was passed, which provided for a system 
of allotment and allowance payments to the 
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dependents of su.diers and sailors, compensa- 
tion ‘for the men or their dependents in event 


. of disability-or death sustained*in line of.duty, 


and finally for life insurance. After the pas- 


sage of the act Mr. Crowley was ‘appointed: 


assistant director of the bureau charged with 
the organization of the division of military and 


~ naval insurance in the Bureau of War Risk 


for the administration of the three features of 
the law referred to, which eventually resulted 


in the employment of more than 17,000 clerks.’ 


His work had to do with the securing of office 
space, all supplies and equipment, printed mat- 
ter, the procurement of personnel, and the gen- 
eral administration of the division. 


On December 19, 1917, he was commissioned | 


a captain in the adjutant general’s department, 
but was immediately detached and assigned to 
the Bureau of War Risk as assistant director, 
continuing on this status until the latter -part 
of 1918, when he was ordered back to the War 
Department. 

Early in 1919 he was promoted to major and 
placed in charge of insurance work at the port 
of debarkation, camps, cantonments, and army 
headquarters throughout the country under the 
direction of Colonel D. Y. Beckham, serving in 
this capacity until September 11, 1919, upon 
which date he was discharged from the army. 

In January, 1919, Mr. Crowley was elected 
assistant secretary of the accident department 
of the Travelers Insurance Company, and after 
his discharge from the army, in September, re- 
turned to Hartford and took up his duties with 
the company. 

The Missouri State Life feels that the elec- 
tion of Mr. Crowley tothe position of second 
vice-president, at the head of its health and 
accident department, is a most decided addition 
to the official family of the company, and that 
it is bound to achieve as great success in this 
new department as it has in its other depart- 
ments. 

Joun J. Mortarty 

John J. Moriarty, who was also made sec- 
ond vice-president, was born on a farm in the 
foothills of the Berkshires, in the town of 
Chatham, N. Y., on October 3, 1883. His par- 
ents moved to Hartford, Conn., in the fall of 
1898. He attended the public schools, and at 
the age of fifteen entered the employ of the 
Hartford Life Insurance Company, and after 
serving his apprenticeship as office boy acquired 
experience in various capacities in the office 
until February, 1913, when the Hartford Life 
merged with the Missouri State Life, which 
took him to St. Louis. In October, 1913, he 
was elected secretary of the $100,000 Club, and 
since that time has been the escort of the com- 
pany’s various club trips. In January, 1918, he 
was elected assistant secretary. His. associa- 
tion with the Missouri State Life has been in 
the agency department, and necessarily, in 
agency matters, he has been very closely asso- 
ciated with Vice-President T. F. Lawrence. 
His duties in the new position will not be ma- 
terially changed, except that in consequence, 
he will carry a few more executive matters. 


WirtraM E. Russtt&1 
William E. Russell, who was also elected 
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second yice-president of the company, was born 
itrSt. Louis, February 9, 1889; educated in the: 
public'schools of St. Louis ; ‘entered the United ' 
States Navy in 1905, and made a trip around 
the ‘world .with ‘the. famous’. Atlantic fleet. 

After receiving his honorable discharge in 
1909, he served-six years with St. Louis banks. 
—five years with the Mississippi Valley Trust * 
Company and one year with the Central Na- 
tional Bank. In 1915 he resigned his position 
with the Central National Bank to join the 
forces of the Missouri State Life in its mort- 
gage loan department, and was made manager 
of this department in January, 1918. Mr. Rus- 
sell is married and has two bouncing boys. He 
has rendered the company excellent service, 


‘and his élection to the office of: second vice- 


president is in recognition of his splendid 


~ work. 


Ciinton -O. SHEPHERD 

Clinton O. Shepherd, who was promoted 
from assistant actuary to actuary, which posi- 
tion was recently vacated by George Graham, 
was born June 24, 1886, at Kalamazoo, Mich., 
and completed his schooling at Kalamazoo Col- 
lege. Following his school work he worked in 
the office of the Security Life of America for 
nearly a year, then in the branch office of the 
Mutual Life of New York in Chicago for a 
year and one-half. Later he entered the serv- 
ices of the United States Annuity and Life in 
Chicago, where he remained for five years, 
during the last three of which he was actuary. 
Leaving the United States Annuity and Life, 
Mr. Shepherd became actuary of the National 
Fidelity Life of Sioux City, Iowa, and re- 
mained with the company until October, 1917, 
when he accepted a position as assistant actu- 
ary with the Missouri State Life. He is an 
associate of the Actuarial Society of America 
and American Institute of Actuaries. It 
will, therefore, be seen that Mr. Shepherd is 
a man thoroughly conversant with actuarial 
matters, and is well fitted for his new position. 

Excellent portraits of Messrs. Singleton, 
Lawrence, Crowley, Moriarty, Russell and 
Shepherd are presented in a supplement to this 
issue of THE SPECTATOR. 


ProcGress oF CoMPANY IN 1920 


The Missouri State Life, at the beginning of 
1920, had in insurance in force $219,415,635, 
and at the close of the year, $302,328,804—a 
gain of $82,913,160, or an increase more than 
ninety per cent greater than that shown in 
the year 1919. New business paid for, includ- 
ing revivals and increases, amounted to $110,- 
727,301. The remarkable gain in insurance in 
force could not have been accomplished without 
the exceptionally large volume of new business, 
nor without a high degree of persistency in 
the business already on the company’s books. 

During the early months of the year, the 
company’s mortality experience was unfavor- 
able on account of a recurrence of influenza, in 
the first two months of the year the mortality 
having been ninety per cent of the expected, 
with a slight improvement during the month 
of March. During the remainder of the year, 
however, the mortality was so favorable that 
the average for the entire year was fifty-five 
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Endorsed by the Home Folks 


The CHARACTER as well as the reputation of a Life Insurance Company is a good deal like that of an individual. A reputation 
may be secured by promises, but CHARACTER is MAINTAINED only by RECORD of SERVICE. 

The Detroit Life Insurance Company has endeavored ALWAYS to maintain its standing for SERVICE to the people. That such 
a standing is secure may be judged from the record of business done in the year just closed. The Detroit Life Insurance Company during 
1920 broke all records of Michigan companies in the amount of life insurance sold in Michigan, the-total amount being $7,581,442. This 
certainly is material evidence of the fact that the people of the State of Michigan appreciate SERVICE, and show that appreciation in a 


most substantial manner. toa ; 
Another notable evidence of the progress made by the Detroit Life Insurance Company may be seen by an understanding of these 


two facts: 
The average increase in the amo unt of paid for new insurance in 1920 of all American Companies was 28%. 


The increase of the Detroit Life for the same period was 43%. 


PYRAMIDS OF PROGRESS 


INSURANCE IN FORCE 


ESE ONEES TR. | 1 US Ae ee ie een Gras Peer ee anya $1,729,970.00 
ee ETS EE eS ey $4,051,150.00 
III 5s 5:0 osans vankens ieee eee $7,199,218.00 
ee enero ee $11,750,811.00 
ce ge) a reer” $16,877,571 .00 
December 31, 1920..................... $2 2,005,000.00 


GROSS ASSETS 


Pippa er PANE eck iiss sein hs 8 Se gee emis $234,443.20 
POOR R ONO PA RAGE i5i5 5 Side ndnt ewes be natu Semen $314,010.86 
MORIN... esi oo ee $484,718.74 
MPOOIRIIOE ON GONG 5.5 kos 4s 0 kd wie) holes eee oemgrels $902,355.55 
ne ery: $1,413,334.73 


Boscmmber B1, W000... ..cccecccecesece $ 1,789,56 1.39 


ACHIEVEMENTS DURING 1920 


NEW INSURANCE PAID FOR IN 1920........................ 


(An increase over that of preceding year 43 %) 
NET GAIN OVER NEW INSURANCE PAID FOR IN 1919...... 
PAID FOR INSURANCE IN FORCE DECEMBER 31, 1920..... 


(A Net increase of 30%) 


NEW BUSINESS WRITTEN DURING THE YEAR........... 
NET GAIN OVER NEW BUSINESS WRITTEN IN 1919........ 


$7,581,442 


2,276 ,442 
22,005 , 000 


9,439,706 
2,766,199 


The Detroit Life Insurance Company 


M. E. O’BRIEN, President. 


JAMES D. BATY, Secretary and Treasurer. 


“The Company of Service’’ 














FRUITS OF 
SERVICE 





r Rewards of the high service ideals of The Lin- 
coln National Life Insurance Company are 
shown in these figures from the annual state- 
ment of The Lincoln Life. 

Insurance Paid For in 1920.......... $68,308,639 
Gain of Insurance in Force in 1920.. 50,115,634 


Total Insurance in Force December 
ee ee 159,349,378 


A growing reason why it pays to— 


(LINK uP ()wima rue (LINCOLN) 


The Lincoln National Life Insurance Co. 
“I4s Name Indicates its Character” 
Lincoln Life Baliding Fort Wague, Indiana 














Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 
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per cent, as compared with sixty-six per cent 
in 1919. This improvement is a large factor in 
the splendid increase in surplus. 

The Missouri State Life increased its rate of 
interest earnings on mean ledger assets from 
6.64 per cent in I919 to 7.24 per cent in 1920, 
these figures representing an increase and a 
high rate of earning which rank the company 
among the highest in these respects in the his- 
tory of life insurance. This high interest rate, 
with the favorable mortality rate of fifty-five 
per cent, combined to increase the surplus, in 
spite of the large volume of new _ business 
written. 

The mortgage loan investments increased $6,- 
000,000 and this increase, as well as $4,000,000, 
which matured and was reinvested, was put 
out in five and ten year loans, yielding seven 
and eight per cent. The other principal invest- 
ments December 31, 1920, were: Real estate, 
$470,000, including home office building; loans 
to policyholders, $4,000,000, and municipal and 
government bonds, $1,960,000. 

During the year the company organized its 
group department, which was not prepared for 
active business until April 1, and in this de- 
partment a large part of the company’s efforts 
during the past year were directed in securing 
such an organization. However, it increased 
its group insurance from $897,000 to $7,676,000 
during the year. 

The admitted assets of the Missouri State 
Life on December 31, 1920, aggregated $28,213,- 
267; its policy reserves amounted to $23,829,- 
260, and after providing for all liabilities it had 
an excess guarantee fund to protect policy- 
holders, including dividends provisionally ap- 
portioned and set aside, unassigned surplus, 
and capital stock ($1,000,000), amounting to 
$3,383,579. The insurance in force was $302,- 
328,804. 

The company established fifty-five new gen- 
eral agencies in 1920, in addition to branch 
offices opened in Chicago and Cleveland. It 
expects to make still further effort in this direc- 
tion during the year of 1921, as the company’s 
program calls for $150,000,000 of paid-for busi- 
ness in 1921. 


Archibald Woodruff Promoted 


Archibald Woodruff, formerly assistant sec- 
retary of the Prudential Insurance Company of 
America, has been elected third vice-president 
of the company. He has the additional title 
of manager of real estate loans. 


Chattanooga Sales Congress Postponed 


The sales congress, which was to have been 
held at Chattanooga, Tenn., on January 14, was 
postponed, and a two days’ congress is now 
scheduled to begin on May 20. 


—The Northern Life of Seattle, Wash., has pro- 
vided group insurance as a Christmas gift, covering 
each of its home-office employees. The insurance is 
graded in amounts, which increase automatically from 
$1000 to $3000, according to each individual employee’s 
length of service with the company. 


—Incorporation of the George Jacobs Insurance 


Agency, South Main street, was effected recently with 
the filing of papers with the Register of Deeds. 


. the company, is also its general agent. 
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Stock Sales and Insurance Sales Combined 
in Kansas 


The National Reserve Life Insurance Com- 
pany has been given authority to write busi- 
ness in Kansas and has opened its agency 
forces. George Godfrey Moore, president of 
C. W. 
Dingman is to be superintendent of agents. 
Mr. Dingman lives at Clay Center, Kan., and 
two years ago was a candidate for the Repub- 
lican nomination for Superintendent of Insur- 
ance. Olaf Larsen, formerly of Lydon, Kan., 
has been named as agency director of the new 
company. 

The company has ‘sent out an important 
change in its provisions on its policies. The 
company is one of a group recently organized 
in Kansas in-which stock sales and insurance 
sales were combined, the policyholder buying 
a certain amount of stock at the time He took 
out his insurance and the earnings of the com- 
pany paid for the stock. Under the original 
plan of this company and under the plan of the 
other companies now operating in this State 
the policies were graded. A man bought $5000 
worth of insurance and was given $250 worth 
of stock. But while he paid a premium on 
$5000 of insurance each ‘year he would be paid 
only $1000 worth the first year, $2000 the sec- 
ond, and so on until the face value of the policy 
was reached, 

The original policy forms of the National 
Reserve provided for this grading of the 
policies, which really amounted to term insur- 
ance at excessively high rates. But a supple- 
ment has just been filed with the insurance de- 
partment announcing that no grading would 
be done by the company and that all insurance 
would be at the face value of the policy. 


THE PROSPEROUS AGENT 


Lists Essential Characteristics of Success-= 
ful Field Man 


This little book gives a list of the character- 
istics of the successful agent. 

These qualities are of two kinds: those that 
are essential and those that are simply de- 
sirable. 

The reader is told how to use and develop 
those he has and how to acquire or do without 
the rest. 

The book is full of practical lines that should 
be of great value not only to the beginner, but 
to the agent of experience. 

If you are a real live agent you will~want 
this great book. Price in cardboard, $1.00; 
bound in red cloth, $1.50. 





Massachusetts Mutual Life, Springfield 

In its sixty-ninth annual statement, the 
Massachusetts Mutual Life Insurance Com- 
pany of Springfield gives evidence of con- 
tinued growth which should be gratifying, 
not only to the officials and directors, but to 
every agent and policyholder of the company. 
Among the outstanding features of the state- 
ment are an increase in new business over 1919 


2I 


of $26,696,455, and increase in insurance in 
force of $127,675,186. Of its new business, 
only nineteen per cent was required to replace 
insurance terminated, leaving eighty-one per 
cent to be added to the insurance in force. The 
actual mortality in 1920 was but fifty-seven 
per cent of the expected, the death claims paid 
having been $5,828,023. Dividends to policy- 
holders aggregated $4,137,711, and the principal 
dividend schedule will be maintained during 
the dividend year beginning June 1, 1919. On 
January I, 1921, the admitted assets amounted 
to $131,722,477, and the surplus, on the Massa- 
chusetts standard, was $4,907,653. The new 
business delivered in 1920 aggregated $157,800,- 
223, and the total insurance in force at the end 
of the year was $728,743,346. President W. W. 
McClench is to be congratulated upon having 
been able to present so fine a statement to the 
company’s members. 


Reserve Loan Life of Indianapolis 


One of the most enterprising life insurance 
companies of the Middle West is the Reserve 
Loan Life of Indianapolis, Ind., which oper- 
ates in a number of States in the West and 
South. The Reserve Loan Life closed the year 
1920 with $50,133,275 of insurance in force— 
a gain of $9,004,342 over 1919. Its new insur- 
ance. issued in 1920, $19,431,716, also showed 
a large increase over that of the preceding 
year, the gain having been $5,138,024. 

As of December 31, last, the company’s 
statement presents admitted assets of $5,201,239 
—an increase for the year of $667,646. Against 
this sum are liabilities as follows: Deposits 
with State Insurance Departments for the pro- 
tection of all policyholders, $.,721,064; a re- 
serve to protect policyholders in case of excess 
mortality claims, $50,000, and all other liabili- 
ties, $248,848. It is thus shown that the com- 
pany has a surplus to policyholders of $271,- 
327. The official staff of the Reserve Loan Life 
is to be congratulated upon the fine results of 
the year’s operations. 

The State managers and general agents of 
the Reserve Loan Life are as follows: W. E. 
Hand, Lakeland, for Florida; W. J. Schneider, 
Valdosta, for Southern Georgia; S. B. Woody, 
Greensboro, N. C., for North and South Caro- 
lina; E, A. Stanley, Little Rock, for Arkansas ; 
Dr. Joseph R. Ducote, Cottonport, for Louis- 
iana; Southern Finance Company, Bristol, Va., 
for Virginia and Eastern Tennessee; Kipper & 
Mitchell, Memphis, for Western Tennessee; 
R. A. Henry, Nashville, for Central Tennes- 
see; Wilson P. Strader, Lexington, for Central 
Kentucky; H. J. C. Hirschmann, Minneapolis, 
for Minnesota; H. H. Mair, Detroit, for Mich- 
igan; A, A. Smith, Mason City, for Northwest 
Iowa; W. C. Hirst, Waterloo, for Central 
Iowa; Ralph Procter, McLeansboro, for 
Southern Illinois; Ratliff, Earp & Butler, 
Oklahoma City, for Oklahoma; E. F. Phillips, 
Waxahachie, for Central and Southern Texas; 
T. J. Murphy, Fort Worth, for Northwest 
Texas; J. F. Townsend, Beaumont, for South- 
east Texas. The company can offer excellent 
opportunities for agencies in other States. 
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Insurance Men! 


For agencies in the following 
States address 


FLORIDA 


W. E. Hand, State Manager 
106 West Magnolia St. 
Lakeland, Fla. 


SOUTHERN GEORGIA 


W. J. Scheider, Gen. Agt. 
Valdosta, Georgia. 


NORTH AND SOUTH CAROLINA 
S. B. Woody, Manager 
Dixie Building 
Greensboro, N. C. 

ARKANSAS 


E. A. Stanley, State Agent 
539 Donaghey Bldg. 
Little Rock, Ark. 


LOUISIANA 


Dr. Jos. R. Ducote, State Agent, 
Cottonport, La. 


VA. AND EASTERN TENN. 


Southern Finance Co., Mgrs. 
City Hall Bldg. 
Bristol, Va. 


WESTERN TENNESSEE 


Kipper & Mitchell, Gen. Agts. 
81 South Main St. 
Memphis, Tenn. 


CENTRAL TENNESSEE 
R. A. Henry, Gen. Agent 
827 Stahlman Bldg. 
Nashville, Tenn. 


CENTRAL KENTUCKY 


Wilson P. Strader, Gen. Agent 
454 West Second St. 
Lexington, Ky. 














INDIANADLI 


Insurance in Fice« 








Annual Statemeni§ece 


Admitted Assets............... $5,291 ,239.20 
Increase for Year.... $667,646.20 Depos 


Nn 


h 


Reser 
. 


All ot] 


SURI 
$5,291,239. 
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Insurance issued, 1920 ............. $19,431,7loflnsuran 
Insurance issued, 1919 ............. 14,293, 69 Blnsuran 
ee er $ 5,138,024 
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ABLIS, IND. 
fce $50,133,275 


fe Insurance Co. — 











onilecember 31, 1920 


9.20 Liabilities 


Deposited with State Insurance Depart- 
ments for protection of all policy- 

















Tee OER Ee OS OE Oe $4,721 ,064.28 
Reserve to protect policyholders in case 
of excess Mortality Claims ...... $ 50,000.00 
All other Liabilities ............... $ 248,847.98 
SURPLUS to policyholders . . $271,326.94 
9.2 $5,291 ,239.20 
anticcount 
| 7|0lnsurance in Force, 1920 ............. $50,133,275 
),69)Insurance in Force, 1919 ............. 40,138,933 
3,024 Net Gain for 1920 ........... $ 9,994,342 








sper [han Above Named 
s § Company 





Insurance Men! 


For agencies in the following 
States address 


MINNESOTA 


H. J. C. Hirschmann, Mgr. 
408 Essex Bldg. 
Minneapolis, Minn. 


MICHIGAN 


H. H. Mair, Gen. Agt. 
1234 Majestic Bldg. 
Detroit, Mich. 


NORTHWEST IOWA 


A. A. Smith, Gen. Agt. 
412 First National Bank Bldg. 
Mason City, Iowa. 


CENTRAL IOWA 


, W. C. Hirst, Gen. Agt. 
Box 233, 
Waterloo, Iowa 


SOUTHERN ILLINOIS 


Ralph Proctor, Gen. Agt. 
McLeansboro, Ill. 


OKLAHOMA 


Ratliff, Earp & Butler, Mgrs. 
630 Security Bldg. 
Oklahoma, Okla. 


CENTRAL & SOUTHERN TEXAS 


E. F. Phillips, Gen. Agt. 
Waxahachie, Texas. 


NORTHWEST TEXAS 


T. J. Murphy, Gen. Agt. 
412 Burton Bldg. 
Ft. Worth, Texas. 


SOUTHEAST TEXAS 


J. F. Townsend, Gen. Agt. 
211 Keith Bldg. 
Beaumont, Texas. 
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New Business Paid for in 1920 Including Revivals and Increases 
$110,727.,301 


Twenty-Eighth Annual Statement as of December 31st, 1920 


MISSOURI STATE LIFE INSURANCE COMPANY 





ADMITTED ASSETS 
First Mortgage Loans on Real Estate. . . . $19,301,464.97 
Real Estate (Home Office Building, etc.) 470,400.83 
Loans to Policy Holders on Company’s 


MRNAS RE se gta nly, mans dows cate sata gn ns 9 4,168,062.24 
United States Government and Munici- 

“So | USD. Ree Se ee reer 1,964,425.36 
Premium Notes on Policies in Force.... 221,015.33 
Cash in Home Office and Banks not on 

PDP Ee oa See een eee 71,332.91 
Cash in Banks on Interest.............. 460,061.03 
Accrued Interest on Investments....... 750,185.19 
Outstanding and Deferred Premiums... . 806,318.93 


$28,213,266.79 





LIABILITIES AND SURPLUS FUNDS 


Policy Reserves... ............ceececeees $23,829,259.55 
Policy Claims in Process of Adjustment 
ING eOIe 55h esis ites ce 171,953.00 


Premiums and Interest Paid in Advance 164,710.82 
Dividends Left on Deposit with Company 373,327.25 





Reserved for Taxes payable in 1921...... 210,649.00 
All Other Liabilities (Including unpaid 

bills and medical fees)............... 79,787.84 
TeesGan Tsim tat nO: 25 6 x -ocarerereonsr aoe ssvekieie eons $24,829,687.46 


Excess Guarantee Fund to Protect Policy 
Holders, Including Dividends Provision- 
ally Apportioned and Set Aside, Unas- 
signed Surplus, and Capital Stock of 
UNNI soos 6a 50s, csiavs atere-2 Zs 6 Srulnsleaete ors 3,383,579.33 
- $28,213,266.79 





1920 RESULTS 





Insurance Gained During 1920 


New Premium Income............. $3,015,255.74 
Total Premium Income............ 9,196,982.89 
Income from Investments.......... 1,626,805.08 


- = $82,913,169.00 


Miscellaneous Income (net) $198,540.47 
Total Income for Year (net) $11,022.328.44 


Increase in Total Income Over 1919 . $2,177,143.22 
Paid Pelicy Holders and added to funds held for their benefit during 1920...... $7,089,646,35 


Increase in Assets in 1920............ 


Cr RN oe! $5,117,193.76 


Directors of the Missouri State Life Insurance Company 


W. FRANK CARTER 
S 


ROBERT McKITTRICK JONES 


EDWARD S. READY 
Helena, Ark. 


t. Louis St. Louis 
Carter, Collins & Jones, Attorneys President Robert McKittrick Jones & Co. President Interstate National Bank 


HENRY DEISEL, SR. 
Lima, Ohio 
President Deisel-Wemmer Co. 


THEOBALD FELSS 
Cincinnati, Ohio 


T. F. LAWRENCE 


Vice-President President 


CHAS. A. LEMP 


M. E. SINGLETON 
St. Louis 


J. SHEPPARD SMITH 
St. Louis 


President Felss Flour Milling Co. Vice-President Liberty Central Trust Co. 4 
Vice-Prest. Mi ippi Vall T = 
J. L. JOHNSTON WALTER S. McLUCAS selling Sigg Maan 
St. Louis Kansas City, Mo. D. D. WALKER, JR. 
President Liberty Central Trust Co. President Commerce Trust Co. St. Louis 


M. L. WILKINSON 


St. Louis, President Scruggs, Vandervoort & Barney Dry Goods Co. 


Comparative Statement Showing Yearly Growth of Company 


Admitted Assets 
Dec. 31, 1916 
$14,142,052.49 
Dec. 31, 1917 
$17,025,067.71 
Dec. 31, 1918 
$19,895,653.58 


Dec. 31, 1919 


$23,096,073.03 


Dec. 31, 1920 


$28,213,266.79 


Insurance in Force Paid for Basis 
Dec. 31, 1916 
$129 ,199,279.00 
Dec. 31, 1917 
$156,948,542.00 
Dec. 31, 1918 
$176,746,636.00 


Dec. 31, 1919 


$219,415,635.00 


Dec. 31, 1920 


$302,328,804.00 


**Business Is Good with Me’’ 
This slogan is being carried by over 2100 representatives of this Company in 38 States, from Canada to the Gulf 
and from the Atlantic to the Pacific and across to the Territory of Hawaii, and is being proved by an increase in 
our 1921 business over the same period in 1920. 


MISSOURI STATE LIFE INSURANCE COMPANY 


Jan. 15th, 1921 


M. E. SINGLETON, President 


Home Office, Saint Louis 
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INHERITANCE TAX LAWS 


Recent Data Relating to Requirements in 
Various States 


& 


CALIFORNIA 

The inheritance tax law of California divides 
beneficiaries into four classes, namely: (1) 
husband, wife, lineal ancestor, lineal issue, 
adopted or mutually acknowledged child or 
issue thereof; (2) brother, sister or descendant 
of either, wife or widow of son or husband of 
daughter; (3) uncle, aunt, or descendant of 
either; (4) all others except those absolutely 
exempt. 

The taxes are to the following rates: Class 
one, on excess above $24,000 as to a widow, and 
on excess above $10,000 as to all others: one 
per cent on the first $25,000, first deducting 
therefrom the exemption, two per cent on the 
next $25,000, four per cent on the next $50,000, 
seven per cent on the next $100,000, ten per 
cent on the next $300,000, twelve per cent on 
the next $500,000, fifteen per cent on the bal- 
ance. Class two, on excess above $2000, three 
per cent on the first $25,000, first deducting 
therefrom the exemption, six per cent on the 
next $25,000, nine per cent on the next $50,000, 
twelve per cent on the next $100,000, fifteen 
per cent on the next $300,000, twenty per cent 
on the next $500,000, twenty-five per cent on the 
balance. Class three, on excess above $1000, 
four per cent on the first $25,000, first deduct- 
ing therefrom the exemption, eight per cent on 
the next $25,000, ten per cent on the next $50,- 
000, fifteen per cent on the next $100,000, 
twenty per cent on the next $300,000; twenty- 
five per cent on the next $500,000, thirty per 
cent on the balance. Class four, on excess 
above $500, five per cent on the first $25,000, 
first deducting therefrom the exemption, ten 
per cent on the next $25,000, fifteen per cent 
on the next $50,000, twenty per cent on the 
next $100,000, twenty-five per cent on the next 
$300,000, thirty per cent on the balance. 

Transfers to corporations exempt by law 
from taxation, or any public corporation or 
gifts for any charitable, educational or religious 
purposes where the recipient is a domestic 
corporation, or property is limited to use within 
the State are absolutely exempt. 

Among the decisions concerning inheritance 
tax are the following: For purposes of in- 
heritance tax suits of stock of a corporation 
is in the State of incorporation; joint bank 
account and additions to it from community 
property not created in contemplation of death 
are not taxable on death of one of joint de- 
positors; joint bank account held by husband 
and wife is not subject to tax on death of hus- 
band under act of 1911; transfer of property 
by decedent in consideration of support for 
life, the present title being conveyed, is not 
taxable as a gift in contemplation of death; 
daughter of decedent’s wife who was never 
adopted by him takes as a stranger, and is 
subject to tax as such, even though the prop- 
erty was community property of her mother 
and stepfather. 

MASSACHUSETTS 

The new law in Massachusetts divides bene- 

ficiaries into four classes, namely: Class A, 
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Extracts from the Statements of Life Companies for 1920 


The following figures of the statements of life insurance companies, covering the year 1920, 


mostly compiled from returns made direct to The Spectator Company: 








Total 

NAME oF CoMPANY Income 

emia TA aap cane cceie Ha cusédees $183,088 
Columbus Mutual Life ......:.....0. 1,296,942 
Columbus Mutual Life .............. 1,296,942 
Continental Life, Del. ......... 1,171,136 
Continental Life, Del. ......... 1,171,136 
Detroit EMS oc ccccecs 769,979 
Equity Life, Canada .. 154,658 
Post Worth Eife .......-: 652,322 
George Washington Life.. 653,121 
Guaranty | OL eae ee 582,291 
Great Northern. Life, N. D........... 228,276 
Imperial Life, Canada ......escccces- 5,094,473 
Leg 8 eres 7,933,555 
Lancols, National Life... .....¢ie.e<. 5,130,012 
London Life, Canada................ 4,217,693 
Massachusetts Mutual...... .......... 30,649,134 
MMGMEGE: BRED ace oa c oe siecenct ccc, Woes 
Minnesota. Mutual: .:..........00cccce 2,693,686 
Dettugh Menents Ne Vs cies cevces see 57,886,307 
Mutuali Eile, Canada... ..< 0006 ccee0s 10,124,171 
North American Life, Canada......... 4,542,045 
Occidental Life, N. M...........0..- 644,050 
PYOWeMe MM CQ. cc cs coun endive ee ae 481,666 
Southweatern EWe «0.06 ccecccescee 3,457,935 
Western ee 249,515 
Western Life Indemnity Co.......... 354,353 
* Includes capital. ¢ Ordinary insurance. + 


have been 

Paid-for *Surplus 
Insurance Insurance Admitted to Policy- 
Written Gained Assets holders 
$3,724,139 $2,609,588 $363,456 $228,585 
11,559,694 10,012,068 2,399,825 456,968 
11,559,694 10,012,068 2,399,825 456,968 
7,108,041 5,101,196 8,916,856 1,327,638 
7,108,041 5,101,196 3,916,856 1,327,638 
7,581,442 Cee. jwseeese” “Gascon 
889,624 618,303 721,246 46,244 
4,068,579 2,808,222 1,768,972 136,306 
4,005,450 2,342,288 2,266,364 300,000 
5,764,715 4,384,851 1,366,928 130,306 
2,371,500 1,727,091 640,217 234,745 
28,647,692 23,567,189 19,310,403 2,565,858 
63,981,633 37,820,522 17,490,596 401,715 
68,308,639 50,115,634 10,261,468 1,058,808 
419,686,465 19,293,566 13,105,083 226,675 
SEGGHPSSE  lasceus =. odaeden > inte 
157,800,223 127,675,186 131,722,477 4,907,654 
4,746,249 Sateen: 8 8=— ss heer - © eebaee 
25,561,446 16,800,136 8,052,192 927,133 
223,173,925 177,908,316 280,642,444 12,755,420 
44,850,768 32,897,289 42,847,277 5,018,680 
24,363,971 15,000,463 20,041,883 2,892,143 
§,811.036 3,038,884 1,437,894 177,595 
5,144,000 2,879,000 627,374 198,580 
34,769,679 27,874,461 8.512,391 1,042,648 
1,334,000 779,500 653,116 270,115 
emai, a ania 102,878 5 oracle 


Industrial insurance. 





husband, wife, father, motheg, child, adopted 
child, adoptive parent, grandparent; class B, 
lineal ancestors, except father or mother, lineal 
descendant except child or «grandchild, lineal 
descendant of adopted child, lineal ancestor 
of adopted parent, wife or widow of a son. 
husband of daughter; class C, brother, sister, 
half brother, half sister, niece, step child or 
step parent; class D, all others. 

The taxable groups of values are divided as 
follows: (1) Value not exceeding $10,000: 
(2). excess above $10,000, not exceeding $25,- 
000; (3) excess above $25,000, not exceeding 
$50,000; (4) excess above $50,000, not exceed- 
ing $250,000; (5) excess above $250,000, not 
exceeding $1,000,000; (6) excess over $1,000,- 
ooo. The tax rates for the different classes of 
beneficiaries upon the foregoing groups of 
values are respectively as follows: Class A, 
I per cent, 2 per cent, 4 per cent, 5 per cent, 
6 per cent; class B, 1 per cent, 2 per cent, 4 
per cent, 5 per cent, 6 per cent, 7 per cent; 
class C, 3 per cent, 5 per cent, 7 per cent, 8 per 
cent, 9 per cent, 10 per cent; class D, 5 per 
cent, 6 per cent, 7 per cent, 8 per cent, 9 per 
cent, Io per cent. 

Legacies to charitable, educational or re- 
ligious societies or institutions, the property 
of which is by law exempt from taxation, are 
exempt. 

MIssISsIPPI 


In Mississippi there is an estate tax on the 
entire estate, with an exemption of $5000, and 
beneficiaries are divided into three classes as 
follows: Class A, grandparents, parent, hus- 
band, wife, child, brother, sister, nephew, niece, 
wife or widow of son, husband of daughter, 
adopted or mutually acknowledged child or 
lineal descendant; class B, all others except 
class C; class C, gifts for charitable, educa- 
tional or public purposes and corporations and 
associations exempt from taxation. 

The exemptions are as follows: As to en- 
tire estate, $5000; as to widow or child under 
eighteen, $7500; as to others in class A, $4000; 
as to class B beneficiaries, $500; class C 
legatees are entirely exempt. 
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The taxes are levied in nine groups of 
amounts divided as follows: (1) Amounts 
over exemption up to $25,000; (2) $25,000 to 
$50,000; (3) $50,000 to $75,000; (4) $75,000 to 
$100,000; (5) $100,000 to $150,000; (6) $150,- 
000 to $250,000; (7) $250,000 to $500,000; (8) 
$500,000 to $1,000,000; (9) over $1,000,000. 

The tax rates are respectively as follows for 
the-above named groups of amounts: As to 
the entire estate as to all amounts over ex- 
emption, 14 per cent; class A, 4 per cent, I 
per cent, 114 per cent, 2 per cent, 2% per cent, 
2% per cent, 2%4 per cent, 3 per cent, 3 per 
cent; class B, 5 per cent, 514 per cent, 6 per 
cent, 6 per cent, 6 per cent, 6% per cent, 7 per 
cent, 7 per cent, 8 per cent. 


New Jersey 


In the case of a non-resident decedent, the 
entire Federal tax is allowed as a deduction 
in computing the refund of tax erroneously 
assessed prior to the Roebling decision. In the 
case of resident decedent, a percentage which 
the entire net estate wherever situated bears 
when the tax is paid to Federal Government is 
calculated, and this percentage on the New 
Jersey estate is allowed as a reduction. 


OKLAHOMA 


In the opinion of the Attorney-General of 
Oklahoma is to the effect that State, county, 
city, township and school district bonds issued 
in Oklahoma when owned by a non-resident 
decedent are intangible property, and the in- 
heritance tax does not seek to tax intangible 
property owned by non-resident decedents. 


INDIANA 


The Governor of Indiana, in his message to 
the legislature, recommends an amendment of 
the inheritance tax law, so as to increase the 
present rate of taxation. 

The foregoing information is derived from 
reports to subscribers to the Prentice-Hall In- 
heritance Tax Service. 
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Don’t Delay Decide Today GR E AT SOUTHERN LIFE: 


JACKSON MALONEY DOLLAR COMPANY 


Manager of Agencies 
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PHILADELPHIA LIFE INSURANCE COMPANY 


111 NORTH BROAD STREET O. S. CARLTON, President, Houston, Texas 
PHILADELPHIA, PA. E. P. GREENWOOD, Vice-President, Dallas, Texas 























Kansas City Life Insurance Company 


Condensed Annual Statement 
December 31, 1920 























RESOURCES LIABILITIES 
First Mortgage Real Estate Loans............... D1 Z7003'SG0 709). Te Sal PRESERVE ts no usriers a susipteie lore alcieusieles sco hee $15,240,653 .26 
ESRASIE EO A OICVHIGIGEES. 55 sais 6h sco cea rsie nals ees 2,241,482.32 Present Value of Unpaid Installment Claims....... 130,738 .77 
BSc aR OCR ESIINIES os 5c 50 5 6 od a wie oso oisole< 1,628,686 .35. Reported Death Claims. .... 0... 5. ccec. cco eeeces 167,976 .34 
Cash in Bank and Certificates of Deposit......... 590,579.90 Premiums and Interest Paid in Advance.......... 69,484 .60 
Briers USE Oe MOITTIEG. 6 ots cba 60 oars sie ows ise 142,472.04 Bills and Accounts Payable..................... 37,051 .30 
Collateral Loans and Bank Stock................ TRGCSHOO Set AsideviOr Canes... c.6 05 cc e's bok se bc ewes buch pas 100,000 .00 
Accrued Interest on Investments................ 349,610.77  Paid-up Capital... ... 0.02 oss cece $200,000 .00 
Miscellaneous Cash Items. ..................0-. 7,560.00 Surplus Assigned for Annual and De- 
Premiums in Course of Collection and Deferred... 536,557 .78 ferred Policy Dividends.......... 1,342,976 .60 
———————_ Unassigned Surplus................ 201,715.05 
LIT CS Nees ROA a en ae $17,519,438 .15 Total Admitted Surplus Assets to Protect Pol- 

- Less Credits and Deductions..............:..... 28,842 .23 AOMMGIGCNS sido ieee bles a 1,744,691 .65 
Biot Aalenited Micsnmrces . ... ns cence ev sans $17,490,595 .92 1S tS en ie oe aed eB inne ieee, AU ris ere REN $17,490,595 .92 
1920 NEW BUSINESS 

Mipabauinad Ute eaPANURSEMOMEAIDIOD 2c 5 oie no XsacsSe e  wSA CPReae Sees edie eos cet TG) Ol ena eee BIS $63,036,028.00 
CLL eR a EXEPT 7 5. [aa ie ane OS eM oer ent eeeet oti Ser rycemnt hie Wi aerdten ey Aish int ain rm eer e Um. =: 268,415.00 
coh Seat SE en Pc ere nN Lone St care Ve Pi ee Cet -orembane” poate en eal 677,190.00 
SS EEE Slee we a RE eae ASEM eran rola TIN $63,981,633.00 
Riccieder BAKO Ok aI OO TRRISO SAO OO 555 05.6.6 Sse ave 0s tase cd. sini «Sod bi Saws Um, ela eh W Wud oS) Sams TStara whore enone ors laieicler crete $220,336,167.00 
Our policies protect the homes of more than 100,- The issued and paid for business during 1920 was 
000 in the Western half of the United States. the largest in the history of the Company. | 
Earn ec emnaxeah Maen A UCMAA EINE MOCO UMOLE: oo 5-5 6s gates S s23 oe Bare 0 Pas MES aoe on ow Dk eae Be bib a Ban Dee EO $1,056,938.19 
en ee Rmneee IINDS WOR... k. 5 5 0 0 6 os oh oie no he bee va cb abeweepedins sees scudscvaeseweeblel §1,622,788.61 


The company’s mortality experzence during the year was 50.6 per cent of the expected. 


The average interest rate on its investments was 6.5 per cent. 
C. N. Sears, Secretary J. B. Reynolds, President 
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: -RIGHT PROSPECTING 





Ingtarice Showing How a Fine Idea 
“May Be Killed 





PRELIMINARY PREPARATION IM- 
PORTANT 
Plan of Approach Laid Out in Advance 
Gives Confidence and Leaves Mind 


Open for Impressions 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











The skillful salesman should entertain at 
times with his conversation. It happens often 
that strangers are chilly until warmed to 
geniality by the salesman intent on prospecting. 
When the salesman is an entertainer he should 
keep in mind constantly his purpose of inspir- 
ing liking for himself. He therefore should 
avoid any display of the smart-aleck variety in 
his conversation. The salesman who talks 





The Test of Service 


The ultimate success of a life 
insurance company depends upon 
what those who have bought its 
policies in the past think of the 
service they have received. The 
Massachusetts Mutual passes this 
test with flying colors. Over 
$45,000,000, or 35%, of the busi- 
ness delivered last year was on the 
lives of men and women already 
insured in the Company. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Spri: gfield, Mass. incorporated 185! 
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down to people on a lower level won’t get any 
response of friendliness. Nor will he be 
likeable if he lowers himself by telling smutty 
stories. The salesman who entertains with his 
intelligence.will be liked and respected and will 
draw ott information he seeks. His cleverness 
will not be resented if it is modest. 

Perhaps it will be informative to cite a case 
of the wrong kind of prospecting. A syndicate 
decided that a certain little city needed a 
country club. These men got together and 
bought the best ground in the vicinity which 
was suitable for the purpose of such a club. 
Then they prepared all the plans for organiza- 
tion, laid out the golf course, got three or four 
architects’ designs for the clubhouse, and pro- 
ceeded to put their proposition before the peo- 
ple most prominent in social circles in the city. 

The idea was fine. The grounds were ideal 
for the purpose. The town wanted a country 
club. The proposition the syndicate made was 
reasonable and businesslike. But the scheme 
was killed by the poor prospecting of the sales- 
man selected to sell the idea. He missed en- 
tirely the element of the right “club spirit.” In- 
stead of starting with the idea of good fellow- 
ship, he made an appeal to the false exclusive- 
ness of the leading clique of the town. Thirty 
or forty members were secured ; then the cam- 
paign dragged, and finally fizzled. There were 
not enough prospects with codfish aristocracy 
notions to support the club. The salesman had 
come from a snobbish neighborhood and pros- 
pected from the wrong angle. 


SHOWING THE RicHt Way 


A young real estate salesman of the city 
secured a sixty-day option on the property 
from the discouraged syndicate. The owners 
thought there wasn’t sufficient interest in the 
club idea to make their project successful. But 
the young salesman went about the town pros- 
pecting and learned the true feeling of people. 
He asked for suggestions and opinions, and 
gave none of his own. He found that there 
were twice as many men who wanted a coun- 
try club as would be needed to support it. 
With that knowledge, he called them together 
in the opera house and warmed them with his 
friendliness, until they quit being chilly. He 


had assumed that there was a broad spirit of 
good-fellowship among the citizens, and said 
so. He practically let the meeting sell itself 
the country club idea, and only had to direct 
the suggestions constructively. 


The club was 


organized enthusiastically and every member* 
ship was sold within a month, 
The art of prospecting can be perfected only 


by practice of the right methods. As a painteg 
acquires skill in the use of his brush, so cam 
the salesman artist do his prospecting more 
and more effectively as he develops his talent 
for liking men. We all know salesmen® who 
continually are given help in their prospecting 
by people they know. Those salesmen have 
grown to feel friendly toward their fellows. 
They engender responsive friendliness for 
themselves. They never lack knowledge, for 
they keep in touch with sources of information 
that have kindly interest in their work. 

Now, finally, remember in prospecting that 
your purpose should be the service of men who 
have needs. Bring to that service all your man 
capacity. And serve your fellows in the spirit 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
‘isa GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, IIl. 























ASSETS $3,566,304.16 $s 


John W. Cooper, President. 


CONTINENTAL LIFE INSURANCE COMPANY 
INSURANCE IN FORCE $32,000,000.00 


Our Policy Forms Contain the Following Provisions: 

Double Indemnity for accidental death, Total and permanent disability benefits, Par- 
tial disability benefits; Surgical operation betefits, ‘Annual dividends, Optional methods of 
settlement, Premium loans, Cash loans, Extended insurance, Paid up insurance, Cash sur- 

- ‘render values, Insurance to cover policy Loans, Installments certain- -Participating. Install- 
‘ments continuous: Participating. 


Very Attractive Agency Contracts to Reliable Men. 





Kansas City, Missouri. 
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CENTRAL LIFE 


Insurance Company of Illinois, 
Ottawa, Illinois. 


A conservative, well managed, westérn 
een i with close to thirty-five mil- 
lions of business. Soundly financed; 
operates in Illinois, Iowa, Missouri, South 
Dakota, Minnesota, Nebraska and Mich- 
igan. Writes both participating and 
non-participating business; is a good 
dividend payer; has up-to-date policy 
forms, and has no apologies to make. 
“Look us up in the books” and write us 
for an agency proposition if interested. 


H. W. Johnson, S. B. Bradford, 
President Sec’y-Treasurer 


W. F. Weese, 
Vice-President and Agency Director 














Peoples 
Life 
Insurance 
Company 
Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department, 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Insurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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of brotherliness. You will not waste time, you 
will not follow cold trails or blunder down 
blind alleys. Don’t “go it alone” through a 
world of strangers. Ask your way cheerily of 
friends. Prospect along the road to prosperity. 


PLANNING THE RIGHT APPROACH 


In order that we may not misunderstand our 
subject, let us make a distinction at the outset. 
We are not making the approach, but planning 
it now. We are not attempting to secure an 
audience, but studying in advance the right 
ways to secure an audience. In other words, 
we are not yet in the buyer’s office, but are 
taking the last steps of our preparation. 

The subject of this chapter includes two 
ideas, but only one step in the selling process: 
for the salesman usually makes his plan of 
approach to a particular buyer and his plan to 
secure an audience at the same time. Hence 
we consider both plans now. 

In his preliminary preparation for selling 
and in his prospecting, the salesman thought 
of the buyer as someone not present. In plan- 
ning the approach and in planning for an audi- 
ence, however, the salesman must take the 
buyer into consideration as if he were a present 
factor. Of course, the plans are made before 
the actual call on the buyer, but the salesman 
needs to take himself before the buyer, in 
imagination. All the details of the plans must 
be thought out with relation to their effect on 
the man from whom the order is to be won if 
possible. 

For convenience we will separate our sub- 
ject into its two parts and consider them sepa- 
rately, though in actual practice the salesman 
makes the two plans simultaneously, or at any 
rate combines them, 


GETTING THE CUE 

Intelligent prospecting of individuals usually 
gives a cue to the best plan for approaching 
those individuals. But often the salesman is 
able to do only general prospecting. He has to 
make the actual approach to a man of whom 
he knows next to nothing as an individual. Of 
course, the salesman should endeavor to get a 
line on his prospect’s personality, but even 
when that is not practicable definite plans of 
approach should be made in various ways. 
ready for use when actual contact with the 
prospect gives the salesman a basis for select- 
ing which particular plan he will employ in the 
given instance. 

By approach we mean, of course, the ap- 
proach to the buyer’s interest—the approach 
to his mind. The plan for the physical ap- 
proach is the plan to secure an audience, which 
we are to study later in this chapter. 

The salesman must exercise constructive 
imagination and see himself first as he will 
enter the presence of the buyer. But in this 
imaginative process the salesman needs to see 
himself, not with his own eyes as if he were 
watching himself in a mirror, but as the buyer 
will look at him. In planning for his approach 
to the buyer’s mind, the salesman must give 
especial attention to the first impression he is 
likely to make on the buyer. 

Many salesmen think of their approach as 
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. BEHIND 


EVERY POLICY 


HE PEORIA LIFE 
.. SERVICE. to its 
policyholders and to its 
agents. Its sound methods 


and good reputation are giv- 
ing it a steady, healthy growth 








allin the Middle West. It in- 


sures men and women on 
equal terms. Policies are up 
to date in every respect, and 
contain liberal and attractive 
features which make them sell. 


It gives to Total Abstainers 
a lower rate on their insurance 
by placing their policies in 
the Total Abstinence Depart- 
ment in which the mortality 
record is kept separate. It is 
a live, up-to-date Company 
which is progressive. 


It is developing new terri- 
tory in the Central West and 
has good positions for gool 
men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 























January 27, 1921 





BUILD 
YOUR OWN 
BUSINESS 











under our direct 
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contract. 
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Double Indemnity 
Disability Benefits 
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See the new low Rates. 


JOHN F. ROCHE, 
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66 Broadway, New York 
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starting when they begin tg speak of their busi- 
ness. But the buyer looks before he hears, and 
the impression made on the sense of sight is 
instantaneous. If the first impression is good, 
a good approach already has been started. If 
the first impression is bad—it cannot be neutral 
—the approach has been begun badly, and that 
handicap will have to be overcome later, which 
is a waste of the salesman’s time and effort. 

The approach of your personality to the 
mind of a buyer should command his respect 
before you say a word. If you have prepared 
to carry yourself like an American prince, you 
are sure to make a favorable impression at 
sight. You have come to do the buyer a serv- 
ice, not to ask a favor of him. Cringing or 
obsequiousness will make an unfavorable first 
impression. The salesman should plan to enter 
a buyer’s presence as a courteous gentleman, 
without any suggestion of fawning. 

In his attitude there should be nothing to 
indicate that he has come belligerently. Sell- 
ing is not a fight, but a co-operative process. 
If the salesman is conscious of a real purpose 
to serve the buyer, he will make the approach 
full of confidence. Therefore it is essential in 
planning the approach that the salesman con- 
sider how he best may impress the buyer very 
quickly with his service purpose in calling. 

AN IDEAL APPROACH 

The ideal approach is that in which the sales- 
man carries himself so as to create a favorable 
first impression, and then follows up this im- 
pression immediately by saying something that 
puts at the buyer’s disposal some point of 
knowledge which will be of especial service to 
the buyer. For example, in the course of the 
recent sugar famine, a salesman for a whole- 
sale grocery house made his approach by say- 
ing, “Good morning, Mr. Retail Grocer. I can 
furnish you a barrel of cane sugar to-day.”’ Of 
course, that commanded interest at once. 

In planning the approach of his personality, 
the salesman imagines how his physical self 
will impress the buyer at first sight. So in 
planning the approach of his ideas to the mind 
of the buyer, the salesman has to imagine how 
various ideas are apt to affect the prospect 
when he first has them brought to his attention. 
If the salesman has learned by prospecting 
how the buyer is inclined to think usually, the 
best plan of approach may be worked out for 
the specific prospect. But it should be worked 
out, with variations, whether the salesman has 
any definite and specific clue to the character- 
istics of the individual or not. A good ap- 
proach that does not fit the particular prospect 
is likely at least to 6pen up some door of in- 
dividuality which the salesman can turn to 
quickly with a modification of his plan. 

It is essential that the salesman plan for all 
the emergencies he can imagine; so that what- 
ever condition he confronts when he makes the 
actual approach will not disconcert him. And 
he must be prepared to change his plan in- 
stantly if he receives any indication that he is 
on the wrong tack at the start. Though he be 
equipped with a whole repertory of approach 
plans, the assortment will avail him nothing 
unless he is capable of perceiving the clues 


29 





that suggest the especial adaptability of certain 
plans to the case of the particular prospect. 

The saleman, then, needs to train his mind 
in alertness. He makes his various plans of 
approach when he is by himself. Then he has 
plenty of time to perfect and shape them. He 
can memorize them all, and have them ready 
in his mind for instant use. He should be 
under no strain of anxiety. He should feel 
confident that he has some plan which will suit 
the prospect he faces. If he has made himself 
the sort of man who compels respect at sight, 
he need have no thought of the impression he 
is making, for that is sure to be good. He can 
concentrate all his mind in watchfulness to per- 
ceive indications of what is going on in the 
mind of the prospect. 

It is entirely practicable for the salesman to 
become a mind reader, if he studies the func- 
tioning of the mind. We all recognize that 
the processes of selling would be much simpli- 
fied if we could tell what the buyer is think- 
ing. But usually we just wish for the power 
of mind reading and do not work to acquire it. 

When a man speaks, we get his ideas indi- 
rectly from his words. So we do also when he 
writes his thoughts. In either case we have to 
read his mind, for his words may not be what 
he really is thinking. We can read his mind 
from other indications, too—often more ac- 
curately than we can tell what he really thinks 
when he speaks. 

READING S1iGNs OF MENTAL ACTION 

The preliminary training for reading the in- 
dications of mental action is the training of 
the salesman’s senses to such .a high degree 
that he will perceive signs which an ordinary 
observer would not notice. All human im- 
pressions are received through the senses, and 
it is remarkable how a sense may be developed. 
You have read of the astonishing capability of 
Helen Keller, who has been afflicted since birth 
by handicaps of sense lacks which usually re- 
sult in stunted mental development. 

Now, every individual in the world differs 
from all other individuals in his sense develop- 
ment. You know that one man has a fine ear 
for music, and another is tone deaf. One has 
a very discriminating taste, and the man next 
to him seems to have a palate which makes few 
distinctions between different foods or drinks. 
This man sees like a camera lens takes a snap 
shot, in detailed pictures. That man takes a 
glance and can recall nothing he saw distinctly. 

We are more or less familiar with the five 
common senses of hearing, seeing, tasting, 
smelling, and feeling. But nowadays scientists 
recognize other senses we have which cannot 
be included in any of the fivé. We have a 
sensitiveness to heat and to cold. A weight 
put into our hands makes an impression on the 
weight sense. We have a sense of direction, a 
sense of pressure, a tactile sense—many senses 
we do not think of commonly. 





Gem City Life’s New Policy 
The Gem City Life of Dayton, O., has issued 
a new endowment at age seventy form of 
policy. The policy will be issued with and with- 
out disability and double indemnity benefits. 















































Henry Ward Beecher was feeling very blue 
one day in the late fall—so discouraged that he 
wanted to give up. Walking the floor he 
paused for a moment to look out of the 
window. On a limb of a leafless tree, with the 
cold wind blowing his feathers every way, sat 
a tiny sparrow, singing away until his throat 
was nigh to splitting. No home, no place to 
go, scant food, cold, alone, yet singing in spite 
of it all, 

Mr. Beecher, in relating the story, said: 
“T fell on my knees and asked God to forgive 
me.” Well, there come times in every solici- 
tor’s experience when he feels that he has 
reached the limit of forbearance, and can go no 
further, when all the world seems to give him 
the cold shoulder, and business is at a stand- 
still. What then? Is he to give up in despair? 
Shall he quit, and get. a job as a “White 
wing?” Shall he condemn the business to 
Tophet? Shall he crucify himself because the 
month’s business has been nil? Not by a jug- 
full! Look for a sparrow—SING! Smile up, 
and watch the tide turn. It will, when honest 
labor and keen intelligence are pulling an even 
whiffletree. 


The writer is no prophet. No son of a 
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prophet. No seventh son of a seventh son. 
No inspired mouthpiece, but he ventures the 
prediction that 1921 is going to be a WONDER 
YEAR for life insurance. 

LISTEN: 

The public is educated to buy—not going to 
stop. 
The public confidence in business will come 


« back with a rush after March. 


The country will be creditor for large sums 
of money to it in hand paid—principal and in- 
terest—balance of trade, etc.—ergo, rates of in- 
terest will decline, and money for all legitimate 
purposes be easier. 

Agents are better trained, oul know how to 
get results. 

There are other factors which enter into our 
future welfare, but to enumerate them and en- 
large upon their virtues and influence would 
put you to sleep: 

Talk good times. Be an optimist. Scramble 
the eggs that some fool throws at you. Carry 
your head up, your chest out. Be proud of 
your brains—your company. Above all, be 
happy that you live in the United States—the 
greatest, grandest, happiest, most prosperous 
land in the whole world. You will then carry 
around with you an atmosphere surcharged 
with radio-activity, making its power felt 
among the thousands with whom you come in 
contact. 

I'll take you out in the wood-shed Henry, 
and give you a good trimming if I hear another 


whine out of you for twelve months—Sabe! 


R. O. Ticrzos. 
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WANTED 


to get in touch with‘Life 
Insurance «Agents :and 
General Agentsfor State 
of Illinois by growing, pro 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
‘Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
‘CHICAGO, ILL. 


SS. 














Columbus Underwriters Elect 


The Life Underwriters Association of Co- 
lumbus has elected the - following officers: 
C. B. Wiles, superintendent of the Metropolitan 
Life, president; C. R. Garvin, Connecticut Gen- 
eral, vice-president; Geo. A. Bredehoft, Con- 
necticut General, secretary, and Ralph W. 
Hoyer, John Hancock Mutual, treasurer. 

Columbus has been selected as one of fifty- 
two cities for a one-day sales congress under 
direction of the National organization, March 
5. Over 500 life men are expected on that date. 
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(Established 1860) 
50 Union Square 








THE GUARDIAN LIFE HEALTH SERVICE 


A genuine service to policyholders—An unusyal selling aid. 
The results of health examinations under The Guardian Life 
Insurance Company of America’s Health Service during the 


34% were found to have some moderate physical 
impairment or defect requiring some form of 
hygienic guidance or minor medical atten- 


were found to have some moderate physi- 
cal impairment or defect requiring some 
form of medical supervision or treatment 
in addition to hygienic guidance. 

were found to have some slight physical 
impairment or defect requiring observa- 


were found to have some advanced physical 
impairment or defect requiring systematic 
medical supervision or treatment. 

were found to have some serious impairment 
or defect urgently demanding immediate 


Conclusive evidence of the value of this service to the policy- 
The Health Service is part of the Guardian’s compre- 
hensive program of service to the policyholder while living. 
Every person protected by a Guardian contract is entitled to the 
privileges of the Life Extension Institute without cost, includ- 
ing an annual medical examination every year beginning with 


Service to policyholders is the best service to agents. | 


THE GUARDIAN LIFE INSURANCE CO. OF AMERICA 


New York City 
For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President 


UIAUUUCQECCUAGCOCOALETOUCOUAATTTESSTODLELEGELETTUNTTT 














UNUUNCOOUONCOTOOUTUOUUAOEEUENUEAAHAUH COOL ET eTTENCCUCE AUTO RREUENUEEERNL 





AMERICAN 
CENTRAL 


Insurance Co. 
INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 
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SUCCESSFUL WRITER’S CONGRATU- 
LATIONS 


Mrs. Z. B. Subers Felicitates William T. 
Nash on Originating Monthly Income 
Insurance 


In the course of a letter addressed by Mrs. 
Z. B. Subers, general agent for the Franklin 
Life of Springfield, Ill., at Bainbridge, Ga., to 
William T. Nash, originator of the monthly 
income life insurance policy form, this success- 
ful writer of life insurance tenders her con- 
eratulations to Mr. Nash. She says, in part: 

In looking over a recent copy of THE SpeEc- 
rator I came across a tribute to you as the 
originator of monthly income insurance, and 
| so heartily agree with Mr. Hill in his esti- 
mate of the service you have done humanity 
that I am herewith expressing my appreciation 
also. In my capacity as a solicitor I never am 
so happy as when I have convinced a man and 
sold to him a policy to be paid to the beneficiary 
on the monthly installment plan. 

Writing you just at the beginning of a new 
year, recalls to me the fact that you were kind 
enough to express appreciation of my efforts 
and accomplishment of the year 1919—about a 
year ago now, and since you have shown this 
interest in the past, I am presuming that you 
will be interested in my 1920 record. I had set 
ty aim on a production of $50,000 per month, 
and up to November 30 I had more than writ- 
ten my allotment, as the total is over $530,000. 

Mrs. Subers was unfortunately prevented 
from completing the writing of the $600,000 
aimed for, by illness in her family, but her 
production last year of $530,000 of new busi- 
ness was a fine record in itself. Mrs. Subers 
further says: 

3efore closing let me again express my ap- 
preciation of the monthly income and of the 
“Cost of Dying,” and your many other articles 
printed in THE SpEcTATOR bearing on the bene- 
fits of different plans for insurance. 


Mutual Benefit Life of Newark 


A most satisfactory year was experienced by 
the Mutual Benefit Life Insurance Company 
of Newark in 1920. The business issued and 
revived last year amounted to $244,754,102—an 
increase of nearly $60,000,000 over 1919, and it 
closed the year with $1,318,885,465 in force, 
representing an increase of $176,038,368. This 
handsome result was attained with expenses 
incurred amounting to only 80.8 per cent, and 
total insurance expenses of only 65.3 per cent, 
of the amount allowed by the insurance law of 
the State of New York. The net rate of in- 
terest earned on invested assets last year was 
4.78 per cent. 

On December 31, 
possessed 
while its 


1920, the company 
amounting to $280,070,449, 
policy reserve $248,822,430. 
Among the liabilities is noted regular dividends 
Payable in 192t to the amount of $0,665,385. 
The contingency reserve funds amount to $12,- 
186,022. The total premium receipts last year 
Were $44, 037.473, and payments to 

holders aggregated $26,416,483. The 
Pany’s assets increased nearly $30,000,000, and 
its premium income advanced over $5,000,000. 
President 


assets 


was 


policy- 
com- 


Frederick Frelinghuysen and _ his 
able official staff have produced excellent re- 


sults from the year’s operations. 


West Coast Life Insurance Company 

During the year just closed the West Coast 
Life Insurance Company of San Francisco 
paid to policyholders and their beneficiaries 245 

endowment claims amounting to 
150 accident, disease and total and 
permanent disability claims aggregating $18,- 
‘alues and dividends to the 
amount of $107,779. With amounts previously 
paid, these figures bring the total payments to 
policyholders up to $3,599,226. Among the 


death and 
$317,366; 


581, and surrender \ 


notable features of the company’s annual re- 
port are the large increase in unassigned sur- 
plus which advanced over $77,000, and now 
amounts to over $178,000; the large increase in 
the admitted assets, now amounting to $1,1II,- 
618, this increase having for the first time ex- 
ceeded $1,000,000, and the increase in business 
in force and new business paid for which were 
respectively $6,543,372, and about $1,500,000, 
the company having written $11,049,251 of new 
paid-for business last year. 

The company closed the year with admitted 
assets of $5,809,870, a policy reserve of $5,010,- 
413, and a surplus to policyholders of $626,731, 
including capital stock $250,000, assigned sur- 
plus, $197,941, and unassigned surplus, $178,790. 

The president of this strong and prosperous 
company is John A, Koster, while Charles W. 
Helser is vice-president and agency manager, 
Thomson is vice-president and 


and Gordon 


actuary. 


Life Insurance Results in 1920 


The Prudential Insurance Company of 
America wrote over $1,000,000,000 of new 
business during 1920. Payments to policyhold- 
ers amounted to $63,000,000 during the year. 
Frankfort, Ind—Insurance in 
force December 31, $20,845,036 (gain, $5,270,- 
382) ; assets, avout $1,800,000. 

Mutual Life, Canada—Insurance in force, 
$203,603,304; new paid-for insurance written, 
$44,850,768; tatal income, $10,124,171; total 
disbursements, $5,738,260; total admitted assets, 
$42,847,277: surplus to policyholders, $5,018,680. 

North 


ness issued, 


Peoples Life, 


American Life, Toronto—New busi- 


$23,380,000, 


New and Retired Fraternal Orders 


LICENSED IN 1920 


Beneficial Washington, 


Oklahoma City, Okla. 
C harleston, he 


Continental Association, 
Cc 


Assn., 
Ameri ica, 


Modern Protective 
Eastern Gates of 
(colored). 
Fox Mutual Burial Assn., 
Equity Life Ins. Co., Great 
lated premium). 
Grayson County 
man, Tex. 
Knights of Centurian, 
Progressive Mutual Life 


Louisville, Ky. 
Falls, Mont. (stipu- 


Mutual Burial Association, Sher 
Charleston, S.C. _ 
Assn., Merkel, Tex. 
PROJECTED IN 1920 

The Maccabees Great Camp for Michigan (accident 
and health dept.), Port Huron, Mich. 


RETIREMENTS AND CHANGES IN 1920 


Honor. Springfield, Ill., became Court of 
Honor Life Association. 

Fraternal Benefit League, merged 
Insurance Union of Columbus, Ohio. 

Luther Union, Minneapolis, 
Brotherhood. 

Order of the Golden Seal, 
Golden Seal Assurance Society 

Oklahoma Equitable Asedsintion, 
reinsured in Modern Protective 
homa City. 


Court of 
with American 
became Lutheran 
changed its name to 


Oklahoma City, 
Association, Okla- 
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New and Retired Old Line Legal Reserve 
Life Companies 


LICENSED IN 1920 
Company, LocaTION AND PRESIDENT 


Business Mens Assurance Co. of America, 
Kansas City, Mo., C. S. Jobes........ 
Business Mens Mutual Life Ins. Co., Greens- 
boro, N. C., €. ©. 3 Mutual 
Chicago National Life Ins. Co., 
ll., E. H. McConkey 
Colorado Life Ins. Co., Denver, Col., 
Miller 
Citizens Life Ins. Co., Little Rock, Ark.... 
Conservative Life Ins. Co., Sioux City, Ia., 
. H. Saxton 
Equity Life Ins. Co., Great Falls, 
V. Burlingame 500,000 
Federal Reserve Life Ins. Co., 
Kan., W. L. Payne 100,000 
Gould Investment and Ins. Co., Oklahoma 
City, Okl 100,000 
Hawkeye Life Ins. Co., Des Moines, Ia., 
J. H. Allen 200,000 
Medical Life Ins. Co. of America, Waterloo, 
Ia., Dr. W. A. Rohlf 
Mountain States Life Ins. Co., 
, Claude W. Fairchild 
Mutual Life Ins. Co. of Illinois, 
Ill., H. B. Hill 
National Bankers 
Mo., A. C. Lovell 
Phenix National i 
Ariz., J. H. O’Reilly 
Preferred Life Ins. Co., 
/, Miller 
Public Life Ins. Co., icago, Ill., 


UN |arowetz 


Capital 


$150,000 


Mutual 


100,000 
Mont., R. 


300,000 

Denver, Col., 
250,000 

Springfield, 
Mutual 

Kansas City, 
100,000 


100,000 


Louis 
100,009 


Geo. A. Grieg 
Union’ Life Ins. Co., Rogers, Ark., 
_ , Walker 
United Fidelity Life Ins. Co., Dallas, Tex., 
D. E. Waggoner 
United States National Life Ins. Co., 
Falls, D. 


150,009 
50,000 
500,000 


ProJectED DuriInG 1920 
Company, LocaTIon AND OFFICER 
—~ Co-operative Life Ins. Co., Athens, 
tex... 8: AF 
Domestic Life and Accident Ins. Co., Louis- 
ville, Ky. $100,000 
Commonwealth Co-operative Life Ins. 
Dallas, Tex., H. R. Mitchell 
Cosmopolitan Life and Trust Ins. Co., 
cago, IIl. A 
in Security Life Ins. 


Capital 


Mutual 


Mutual 
200,000 


Asheville, N. 
lvaaen Life Ins. oS Indianapolis, Ind., 
_ ,Geo. B. Elwell 
National Gleaners Life Ins. 

Mich. 
National Reserve Life Ins. 

Kan., Geo. G. = S 
Old Line Life Ins. Co., 

hos. Connelly 

— Life Co. of America, Newark, 
Roosevelt Life Ins. Co., St. Joseph, Mo. 
United States Life Ins. Assn., Ardmore, Tex. 


Victory Life Ins. Co., Greenville, Ss. 
Ray Stone 


Orv Line Lecat Reserve LIFE 


CoMPANIES RETIRED 
Abstainers and General Life, 


ceivership. 
Provident Life, Des Moines, Ia.: 
Standard Life, Decatur, Ill. 


INSURANCE 
DvurING 1920 
Des Moines, Ia.; re- 


merged with 


Travelers to Increase Capital to 
$25,000,000 

The Travelers Insurance Company of Hart- 
ford has asked the legislature of Connecticut 
to increase its authorized capital to $25,000,- 
coo, from $10,000,000 now authorized. The 
present paid in capital is $7,500,000, the sum of 
$1,500,000 having been paid in in 1920. 


Travelers Indemnity Wants Capital In- 


creased 
An increase in the authorized capital of the 
Travelers Indemnity Company of Hartford is 
desired, and the legislature of Connecticut has 
been petitioned for appropriate action. 
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MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 
MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


THE TERRITORY. 





DANIEL BOONE; President | DANIEL BOONE, Jr.; Secretary 


INSURANCE IN FORCE OVER $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


THE EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success. 


NEW BUSINESS IN 1920 OVER $52,000,000 








ALWAYS AFTER AGENTS FOR;FINE FIELDS 


Considerable desirable territory is open for negotiation with men 
who would make capable and alert representatives. 


UNION MUTUAL LIFE INSURANCE CO. 
PORTLAND, MAINE. 
Address: ALBERT E. AWDE, Supt. of Agencies. 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 


GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 


















nsurance Company 


OF DES MOINES, IOWA. 


JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policy- 

holders and Agents. NOT SO BIG to lose sight of individual Agents, 

and big enough to serveits Agency and Policyholders satisfactorily. 

—— GOOD territory in IOWA and SOUTH DAKOTA open for 
gents. 











New England Mutual 


Life Insurance Company 


87 Milk Street, Boston, Massachusetts 


Alfred D. Foster, President D. F. Appel, Vice-President 
J. A. Barbey, Secretary 


Abstract from the 77th Annual Report 


Gross Assets, December 31, 1920 $104,587,712.86 
Policy Reserve and other Liabilities 101,852,867.88 
Surplus, Massachusetts Standard 2,734,844.98 


The past year has been decidedly the most successful since 
the institution was founded. The new paid-for business 
amounted to $108,411,136, an increase of nearly $20,000,000 
over the previous year. 


The net increase in amount of insurance in force was $85,- 
594,483. The total insurance in force is $560,773,236, com- . 
pared with $213,730,176 ten years ago. ‘The usual excellent 
record of persistence, evidence of a satisfied membership, was 
maintained. 

The death claims amounted to $5,063,592, an increase of 
$913,007. The claims incurred during the last sixty days of 
the year were $1,287,026, of which $733,337 was upon the lives 
of twenty-two persons. Claims amounting to $1,226,511 were 
paid on policies issued within five years to 309 persons, who 
passed a satisfactory medical examination and were in good 
health. The average duration of these policies was only two 
years, which emphasizes the uncertainty of life in an im- 
pressive manner. 

Total payments to policyholders amounted to $10,258,720.31, 
an increase of $943,973.21. 

Notwithstanding heavy taxes, greater cost of administration, 
and the increased expense due to the acquisition of so large an 
amount of new business (an investment that will bring sub- 
stantial returns in the future), the shares of surplus payable in 
1921 have been computed upon the same scale which has been 
in use for ten years. ‘The amount set side for this purpose, and 
which is charged as a liability, is $3,550,000, an increase of 
$550,000 over 1920. 


Edward W. Allen, Manager, Astor House Bldg., New York, 
N. Y.; Lathrop E. Baldwin, Manager, 141 Broadway, New 
York, N. Y.; Charles A. Hinkley, General Agent, White 
Bldg., Buffalo, N. Y.; Henderson & Mann, General 
Agents, Cutler Bldg., Rochester, N. Y.; H. P. Wickes, 
General Agent, Union Bldg., Syracuse, N. Y. 














THE UNITED STATES 
LIFE INSURANCE 
COMPANY 


in the City of New York. 


Organized 1850. Non-Participating Policies only. 
Over Forty-Five Million Dollars Paid to Policyholders. 


John P. Munn, M. D., President 


Good territory open for high class, personal pro- 
ducers, under direct contracts with the Company. 
Address Home Office, 277 Broadway, New York City. 
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MAINTENANCE INSURANCE 


A New Feature Introduced to Protect 
Automobile Buyers From Excessive 
Upkeep Charges 


By F. X. Matioy 


As a means of offering purchasers of auto- 
mobiles a new form of protection, the Alfred 
J. Higgins Automobile Company, Inc., has 
just introduced a new form of insurance pol- 
icy, known as “Maintenance Insurance,” an in- 
novation in insurance as well as in automo- 
bile circles. The new plan of insurance, it is 
expected, will not only eliminate all risk of 
excessive expense and enable the owner to 
know to a penny the cost of the maintenance 
of his automobile, but will also have the ten- 
dency of placing motoring on a firmer basis as 
far as individual owners are concerned. 

The maintenance insurance policy, which at 
present is being offered to all purchasers of 
the Stephens Salient Six, is a distinct policy 
in itself and offered apart from the policies 
which insure the owner against loss by fire, 
theft and collision. 

Through the new form of policy, the owner 
is assured of a monthly inspection of his car, 
all adjustments, all mechanical repairs, and 
all chassis and motor parts. In short, all 
mechanical repairs are covered by the policy, 
with the exception of such repairs as have been 
necessitated as the result of a collision or a 
fire or through some other cause covered by 
an automobile insurance policy. 

Much of the expense involved in maintain- 
ing an automobile comes through the medium 
of numerous minor repairs. These costs over 
the period of a year total up to a tidy little 
sum, They entail a factor of cost about which 
automobile owners are generally very uncer- 
tain. The new form of policy, it is felt, will 
not only assure the owner a more efficient car, 
as a result of the monthly inspections, but will 
enable him to know definitely the cost of the 
maintenance of his automobile. 

This form of coverage will no doubt be of 
great interest to the automobile insurance com- 
panies, as it will reduce to a‘ certain extent 
the amount of losses they. will have to pay 
as a result of damages sustained in a collision 
accident. They have experienced considerable 
difficulty in the past in the settlement of losses, 
due to the fact that an assured would author- 
ize the repair shop or service station to do 
certain mechanical work on the car, which may 
not have been caused by the accident. As it 
would usually be all included in the one bill, 
the insurance companies were very frequently 
called upon to pay an amount in excess of 
that for which they were actually liable. This 
new form of coverage will place the respon- 
sibility of such repairs upon the automobile 
dealer, 

Aside from the viewpoint of the automobile 
owner and the insurance company, the main- 





tenance policy is of interest, inasmuch as it 
will tend to bring to a minimum the number 
of automobile accidents. Many such accidents 
result from imperfect functioning of some part 
of the mechanism. Monthly inspections and 
immediate repairs at the first sign of mechan- 
ical trouble would reduce to a minimum the 
number of owners who operate cars without 
being certain that’ all of the parts are in 
proper working order. In this manner the new 
policy should prove a boon to pedestrians, as 
well as to motorists, 





CONFISCATION 
ANCE 


Automobile Conference Will Take Up Ques- 
tion at Chicago 


The National Conference of Automobile Un- 
derwriters will consider the question of con- 
fiscation insurance at its forthcoming meeting 
in Chicago. This question has been brought 
up by the recent decision of the United States 
Supreme Court that automobiles captured in 
the transportation of liquors are subject to con- 
fiscation by the Government, regardless of their 
ownership. 

Numerous requests for insurance against this 
hazard have caused the underwriters to give 
the matter serious consideration. While theft 
coverage is sufficient in a large number of the 
cases, it nevertheless appears that there are 
times when the owner may wish to transport 
liquors himself and in such event wishes to be 
protected against the loss of his car. 

Incidentally William P. Young, general man- 
ager of the Conference, in talking over the 
matter, said that a large number of the losses 
by theft nowadays are due to illicit liquor 
traffic. Rather than risk their own cars, peo- 
ple doing that sort of business simply take the 
first car at hand and desert it later when the 
danger of confiscation has passed. 

The conference meeting will act on the reso- 
lution recently passed in regard to the Western 
situation and will endeavor to adjust the rates 
and commissions in that territory so as to bring 
about more settled conditions. 


CONSIDERING INSUR-= 


Warehouse to Warehouse Clause 

J. Forcada, of Lisbon, advises American un- 
derwriters that insertion of the warehouse-to- 
warehouse clause in certificates covering goods 
bound from Portugal may involve them in un- 
foreseen claims. Frequently goods remain in 
the Custom House from two to three months 
before an examination is made and it is by 
that time impossible to ascertain whether any 
loss by theft or pilferage occurred during the 
voyage or while in the custody of the Customs. 
It is suggested that arrangements be made 
whereby consignees in Portugal communicate 
at once with the claim agent upon arrival of 
the carrying steamers, to ascertain whether any 
loss or damage has occurred, 


33 





MARINE INSURANCE, 1920 





Year of Exceeding Difficulty to Under- 
writers 





PILFERAGE EVIL ACUTE 





General Claims Heavy Owing in Some 
Degree to Employment in Trade of 
Old Vessels 


Marine underwriters look back upon 1920 as 
a year of exceeding difficulty. Twelve months 
ago the evil of pilferage began to make itself 
acutely felt, and the year saw its development 
to such an alarming extent that pilferage at 
the moment is one of the costliest risks car- 
ried. In its dimensions it means nothing less 
than organized robbery; in its effects it is a 
disturbing threat to shipping and to insurance. 
Underwriters hoped that by increasing pre- 
miums for this class of risk and compelling 
shipowners to carry twenty-five per cent of the 
insurable liability the evil would be checked, 
but its spread has continued until insurance 
companies have felt obliged to make strong rep- 
resentations on the subject, with a view to se- 
curing aid toward its repression. It is im- 
possible to make a computation of the immense 
sums that have this year been diverted from 
insurance coffers by the existence of this com- 
mercial leakage, but the losses are reckoned in 
millions. 

In other respects claims were heavy. It was 
inevitable that the employment of so many old 
vessels which but for the war would have been 
on the breakup list should result in a high per- 
centage of casualties. Fears in this respect are 
being realized in connection with both hull and 
cargo damage. There were besides, exceedingly 
numerous fire claims relating to cargo destruc- 
tion both at sea and in port, another factor 
which tended to make the year burdensome. 

If the worries associated with a year of un- 
usual liability had had the offset advantages in 
premium income there would have been little 
cause for worry, but such was far from being 
the case. Competition prevented the raising 
of insurance rates to a ratio which the great 
risks carried and the heavy expenses of un- 
derwriters would justify, and while this is a 
state of affairs about which shippers are not 
likely to complain, it means that the insurers 
are scraping along on unsatisfactory and in 
Many cases unremunerative margins. To the 
old established companies with big reserves 
and investments this is not so serious a matter 
as to some of the newly created organizations 
which find it hard work to justify their exist- 
ence in these trying times. 

Indeed, it is divulging no secret to say that 
some of the smaller concerns, unless there is, 
as seems unlikely, a quick improvement of 
business conditions, will have to seriously con- 
sider their position, and some of the develop- 
ments foreshadowed a year ago in consequence 
of the unprecedented “boom” of companies do- 
ing marine business appear likely to occur in 
the near future. 

Circumstances have been steadily against the 
novices. It is true that there is more tonnage 
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THE GOLDEN WEST 


The grain-producing States of the Middle 
West form the granary of the nation. They 
also produce immense cargoes of live-stock. 
During the last ten years these States have 
produced an incalculable amount of wealth 
which stimulated business in all lines. The 
middle west is living on the fat of the land. 





Falling prices have hurt the farmer, but 
this condition is transitory. He will soon 
recover his proud position. 


The business of the middle west is in fact 
in a flourishing condition. Our representa- 
tives are doing an excellent business. The ter- 
ritory in which we operate is a most inviting 
field for any ambitious man who has proved 
his ability to get business. It is far-and- 
away better than any territory which de- 
pends upon the success of the manufacturing 


industry. 


We invite correspondence with good men. 
We have something to offer which cannot 
fail to interest them. 


“There is a time and tide 


In the affairs of men, 
Which, taken at the flood, 
Leads on to Fortune,’’— 


Now is the accepted time! Now is the 
Golden Opportunity. Locate in a producing 
country, where you can build up a large per- 
manent business of your own. 


The Bankers Reserve Life 
Company 


R. L. Robison, President 
W. G. Preston, V. P. J. R. Farney, V. P. 
R. C. Wagner, Sec’y=Treas. 


Home Office: Omaha, Nebraska 


Assets, over $10,000,000.00 
Business in Force, over $77,000,000.00 











NEW YORK 
WM. A. MARSHALL, President 
The 60th Annual Statement shows admitted Assets of 
$37,780,785 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 
For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, 





NEW YORK 











THE GREAT-WEST LIFE 


not only gives its Agents the best of Policies to sell—but helps them, 
by instruction and continual co-operation—to sell these excellent 


Policies. 
Ask for Agency terms. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office = Winnipeg 











Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, | SHREVEPORT, LA. 




















THE WOMAN’S BENEFIT ASSOCIATION 


OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the World 


A ‘*Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 230,000 

The Reserve Fund is more than $13,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 
Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 


THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 















New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mar. 
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afloat than was the case a year ago and the 
field of operations would consequently appear 
to be wider, but values have slumped tremen- 
dously with resultant diminution of hull pre- 
miums, while not all the ships that have sailed 
the seas have carried full cargoes. These fact- 
ors, coupled with the fierce competition for 
business, have acted as unkind instruments of 
fate toward those concerns which have had 
their way to make. There are exceptions of 
course, some of the new companies having ap- 
parently “made good” already, but these are 
the ones which have been fortunate enough to 
possess influential backing. New flotations hav- 
ing ceased, the most remarkable tendency of 
this year has been for large companies trans- 
acting other forms of insurance to launch out 
into marine business. To some extent this 
tendency is a natural one, for marine and fire 
insurance have much in common, and in the 
case of dock fires it is not always easy to 
determine where the marine policy ends and 
the fire policy begins, Nearly all the old foreign 
independent marine companies have now gone 
out of existence having become absorbed in the 
big general concerns, and there are now only 


two left—the Sea, with its headquarters 
at Liverpool, and the Hull Underwriters 
Association. 


Marine Expert Joins Faculty 


An expert On ocean transportation and ma- 
rine insurance, James B. McCarthy, of Holy- 
oke, Mass., is to be added to the faculty of the 
department of foreign commerce of the 
University of Notre Dame, Ind. Mr. 
McCarthy, a graduate of Columbia University, 
New York City, has had several years of ex- 
perience in ocean shipping, and has made a 
name for himself in maritime circles in South 
America. A year and a half ago he was sent 
to Buenos Aires by the United States Trans- 
port Co., of New York, to clear up a situation 
similar to ones described before the Walsh 
Committee affecting vessels of the Shipping 
Board in foreign ports. He found that a ring 
existed for “holding up” American vessels in 
Buenos Aires, and that it affected captains and 
other officers of the ships, repair men, insur- 
ance underwriters, ship chandlers and agents. 
It was not unusual for repair men to offer a 
gratuity to the captain and chief engineer of 
a vessel with the understanding that repair 
work would be “found.” Cases have been 
known where such work ran into tens of thou- 
sands of dollars. In spite of strong opposition, 
Mr. McCarthy succeeded in putting a stop to 
abuses so far as his company was concerned, 
and establishing its business on a sound basis. 
Desiring to return to the United States, Mr. 
McCarthy rejected several promising business 
offers that would keep him in South America, 
and returned home with the Rev. John F. 
O’Hara, C. S. C., head of the department of 
foreign commerce at the University of Notre 
Dame, who was in South America for the 
purpose of arranging an exchange of students 
between Notre Dame and Latin-American 
universities. 


HOW SYNDICATE‘‘A’”’ WORKS 


American Counterpart of Salvage As- 
sociation of London 


—_———_—< 


CALLED THE SERVICE SYNDICATE 





Extends Protection to Wrecked and Dam- 
aged American Ships in All Parts of 
World 

That American companies will eventually 
rival the older British association in the un- 
derwriting of marine risks, is the opinion of 
Charles R. Page, general manager of Syndi- 
cate A of the American Marine Insurance 
Syndicates, which comprise practically every 
American insurance company in the marine 
field. Mr. Page is now making a tour of the 
Southern ports, and expects to make a trip to 
the Pacific coast in the interest of the Syndi- 
cates. He is visiting the Syndicates’ Agencies 
at Southern ports, and will establish new ones 
when he reaches the West Coast. 

The American Marine Insurance Syndicate, 
an organization controlled by the marine un- 
derwriters of this country, is not designed for 
making profits. According to Mr. Page its 
only revenue is derived from protection for 
the companies represented and the interests as- 
sured by those companies. It is one of the 
most important adjuncts of the United States 
Shipping Board, doing survey work and other- 
wise looking after casualties for that organ- 
ization at absolute cost. There are three sec- 
tions of the syndicate, section A of which 
Mr. Page is the manager, being concerned 
with service and being known as the service 
syndicate. Section B is composed of under- 
writers handling risks comprising the govern- 
ment’s equity in ships sold on the installment 
plan. Section C is composed of two-thirds of 
American underwriters for the underwriting 
of privately owned American steel ships. 

Syndicate A is a counterpart of the British 
organization which did such valuable work for 
the British merchant fleet during the war, 
known as the Salvage Association of London. 
The purpose of Syndicate A is to extend pro- 
tection to wrecked and damaged American 
ships in all parts of the world, and will exist 
primarily for the benefit of the American ship- 
ping. Agencies will shortly be established in 
all the ports of the world, and these will be so 
located that the interests of the American 
merchant marine may be looked after at all 
times. It will be the purpose of the syndicate 
to place American agencies, so far as possible. 

The insurance syndicate was established pri- 
marily at the request of a Senate investigating 
committee looking into insurance affairs. At 
the close of the investigation it was amply 
proved that a syndicate such as the one men- 
tioned was necessary for the successful opera- 
tion of an American merchant marine, and to 
eliminate the influence of foreign companies in 
the ranks of American ships. There are three 
important factors in the operation of the Amer- 
ican fleet. They are personnel, financial back- 
ing (or banking) and insurance. This syndi- 
cate surveys the Shipping Board vessels for 
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damage or repairs at actual cost to the board. 
It is strictly non-profit-making, the whole divi- 
dends coming in the form of protection to the 
underwriters and their risks. The head office 
of the company is in Washington, but the 
major part of the work is done in the branch 
office of the port of New York. Mr. Page is 
establishing district offices in Philadelphia, 
Baltimore, Jacksonville and New Orleans, and 
soon will establish offices at Seattle and San 
Francisco on the west coast. 

A short time afterward it is hoped to start 
an office in London or some other British port 
to look after its affairs in the United King- 
dom and along the northern parts of Europe. 
Next in importance to that branch will come 
an office that will be located somewhere on the 
River Plate, to look after American interests 
along the east coast, and possibly the southern 
part of the west coast of South America. 
Eventually the Syndicates will be represented 
in all parts of the world. 

The board of directors of the syndicate is 
made up of prominent insurance men: of this 
country. Benjamin Rush, chairman of the 
board, is the leading figure in the Insurance 
Company of North America. The vice-chair- 
man, W. W. Parsons, is one of the leading of- 
ficials with the Atlantic Mutual Insurance Com- 
pany. Mr, Page, who is a Californian, was 
connected with the shipping industry in San 
Francisco prior to the war. Shortly after the 
entry of this country into the war he was 
named as the west coast representative of the 
Shipping Board, serving from 1917 to the time 
of the armistice as a member of that body. 
Later he was connected with the Atlantic, Gulf 
and West Indies interests, as treasurer of that 
organization, and was vice-president of the 
Mallory Line at the time the strike started dur- 
ing the first part of the present year. He has 
been connected with the insurance syndicate 
only three or four months. 


Marine Office Closes 

The San Francisco branch of the Marine 
Office of America is to cease operations, formal 
notice to this effect having been issued recently 
by Edgar H. Lion, San Francisco, general 
agent. The San Francisco branch was estab- 
lished about a year ago, but did not become an 
active factor in the marine operations of the 
coast until August. No explanation is given 
for the closing of the California office, but it is 
understood to be due to the marked falling off 
in marine underwriting on the Pacific coast. 


Reassures Automobile Business 

The California Fire Insurance Company of 
San Francisco has reinsured all of its outstand- 
ing automobile business in the State of Arizona 
in the North British and Mercantile, the 
agency plant of the California being taken 
over in its entirety by the reinsuring company. 
The California Fire, in turn, has reinsured all 
the outstanding automobile business of the 
Nevada Fire Insurance Company in the latter’s 
Pacific coast territory and is planning to greatly 
enlarge its automobile operations during the 
present year. 
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INTERNATIONAL LIFE & 
TRUST COMPANY 


GENERAL OFFICES, MOLINE, ILL. 
An “Old Line” Legal Reserve Company, Issuing all the 
Standard Forms of Policies. Exceptional Opportu- 
nities for Live Men. 


J. O. LAUGMAN 
, President 


: 
A. JOHNSON 
Sec. & Med. Dir. 


WANTED 


by the Home Office of a Western Fire 
Insurance Company an experienced 
Fire Insurance Accountant. Address 
B. F. J., care of The Spectator, P. O. 
Box 1117, New York City. 




















“Merchants Life ‘Insurance’ Co. 


Des Moines, Iowa 


Agency opportunities in nineteen 
states 


WM, A. WATTS, President 





LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 





——— 




















AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract will be given the right man. 

Address Middle West, 

Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 











Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 


ETpo desired. 





Waite for information relative to open territory. Have two 
or three agencies with business established where change is 








SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 








WANTED—THREE 


Three General Agency Contracts Open 


Northern Missouri—Illinois—Pennsylvania 
WRITE 
W. FRANK SMITH, Agency Manager 


AMERICAN NATIONAL ASSURANCE CO. 
St. Louis, Mo. 

















North American National Insurance Company 


_ Des Moines, Iowa 

Assets, $910,670.66 
Lines Written: 

. Fire, Tornado, Hail 


QO. P. ODE, President 
JOHN PETERSON, Secretary 
W. G. HODGE, Asst. Secretary 


eacG{RENOTH OF AN, 



















American National Insurance Company 


of Galveston, Texas 
W.L. MOODY, JR., President 
Fifteenth Annual Statement, December 31, 1919 


ASSETS 


Bimal tiatate CO iyted 6-6: gi0is 46, 010 6: ora s61s, wiersie te ore ernie 0, 015 eieigroe yinseisreiaie $884,324.41 


Mortgage Loans, First Liens............++-+--: seiietolerevs'siaceievere 3,091,830.79 
Loans Made to Policy Holders on Company’s Policies.......... 651,057.17 
SST NG BAR VENA SI AEA e see eerie ye ete 1,589,468.02 
Collateral Loans. ... 2... ce cccecr cree er ececeeesceerececcces 32,600.00 
CeriR ERATOR IR OIGBIE 5:5. 5 ccaicats 6 6s 0is\cinieisis 6 oS /eleie miosis sS.asaie He 46,679.22 
eA EE en ormmO COCA OUc nr moro 690,373.70 
Interest Due and Accrued......... ier bnlsialsivia.cl etre aleielest en! state sae 157,631.02 
Net Deferred and Uncollected Premiums. .............0.e000. 168,995.02 
PRAMS TAIe EROHOE DS so: 2 <1 (oro -o 0s 6 aie oo: 010i aka onelee'e bial e's 6} 618, s1a Sorelaicre 2,827.02 
$7,315,786. 

LIABILITIES - 

Net Reserve American Experience 3 and 3) per cent.......... $5,743,808.08 


226,521.59 


Special and Contingent IRONING. chs lenckcuorei e's ai ccinin's «area aiteerne 
52,029.75 


Death Losses in Process of Adjustment...................... 


WE Iies tee E PAA BMA TAOS os 61555, 0157010. 09! 60.10/80 m8 6.0 i091! # eb braisala gioualerers 100,120.13 
Capital Stock........ cee ceee cece sec c cere ce eeencs $250,000.00 
Assigned Funds. ....cccccccccessccsccccccccccecs 185,842.40 
Surplus. .....cscesses poets seco eccc cece cece seeece 757,464.42 

Surplus Security to Policy Holders. ........s secs eeeeeeeeeeee 1,193,306.82 

f ——_———_—____. 

$7,315,786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policy Holders, $7,175,570.00 


**Anchor to the Anico” 


For Further Particulars Write to: 


C. S. Hutchings, Actuary and Agency Mgr., Ordinary Depart * 
. W. J. Shaw, Secretary and Mgr., Industria! Bopurtanent es 
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Casualty, Surety, Etc. 





THE SPECTATOR 





Insurance Examiners and Adinsters 








BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 


Phone Rector 8591-0538-0652 
INSURANCE ADJUSTERS 


APPRAISEMENTS 
INVESTIGATIONS—ADJUSTMENTS 








COLLISION 
FIRE—THEFT 
PROPERTY DAMAGE 








LOSSES ARE ASSETS 


When handled with proper regard for 
their business huilding possibilities. 
Even an aggrieved claimant may become 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bldg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Carolina 











AMERICAN BONDING AND CASUALTY 
COMPANY 

Election of New Officers Followed by 
Receivership 


Oliver F. Roberts, well-known Western 
surety underwriter, has been elected president 
of the American Bonding and Casualty Com- 
pany. J. A. Magoun, president of the Sioux 
City National Bank, was elected chairman of 
the board of directors and executive commit- 
tee. E. A. Burgess, senior member of the firm 
of Burgess, Sommis, Gill & Boynton, was 
elected first vice-president and general counsel. 
The other officers elected were E. L. Lundquist, 
treasurer, and Frank S. Wilder, secretary. 

Mr. Roberts, the newly elected president, 
was formerly vice-president and general man- 
ager of the Chicago Bonding and Insurance 
Company, which he was instrumental in or- 
ganizing. The Chicago Bonding and Insurance 
Company merged with the American Bonding 
and Casualty Company in March, 1920. Mr. 
Roberts has held a considerable interest in the 
latter company. 

Mr. Wilder, who was elected secretary, will 
continue to act as general manager, to which 
position he was appointed in I9I10. 

Later—A dispatch from Chicago to THE 
SpEcTATOR, dated January 25, stated that a re- 
ceiver was appointed January 24 for the Amer- 
ican Bonding and Casualty Company, but no 
definite information was then available as to 
the disposition of its business. 


—Articles of incorporation have been filed by the 
Western Casualty and Securities Company of Pheenix, 
Ariz. The authorized capital is $250,000. E. T. Fer- 
guson, Arizona’s manager of the Standard Oil Com- 
Pany, is president, 
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AMERICAN SURETY REPORTS GAIN 
Business During Year Over 
Sixteen Per Cent 


Increases 


Increases in all branches of its bonding and 
insurance business during the past year are re- 
ported by the American Surety Company, New 
York, in a survey recently made public. In 
spite of the prevailing depression, the business 
of the American Surety Company, through its 
branches all over the country, increased last 
year sixteen and two-thirds per cent over that 
of 1919. 

The recent general increase in crime is 
strikingly reflected in the figures for burglary 
insurance. Burglary insurance has become 
more popular throughout the country, over 148 
per cent more policies being carried in 1920 
than in the previous year. The number of 
claims, however, increased in even greater pro- 
portion, there having been submitted to the 
company last year about 304 per cent more 
claims for loss through burglary than in 1919. 

That public officials, holding State and 
municipal offices requiring bonds, were more 
honest during 1920 than during 1919 is ap- 
parently indicated by the decrease in the num- 
ber of claims against the company for losses 
and defalcations covered by its bonds. In spite 
of an increase in this business, the number of 
claims fell over twenty-two per cent from those 
in the previous year, the rate in both years 
being, as usual, very low. 

Construction conditions apparently improved 
to some extent, claims on bonds covering the 
performance of work by contractors, together 
with court and depository bonds, decreasing 
nearly ten per cent. Irregularities in positions 
of trust in business appear to have increased, 
the number of cases of shortage, defalcation 
and dishonesty having risen nearly forty-seven 
per cent over the number in 1919, the number 
of persons covered having been increased by 
twenty per cent. 


Bank and Safe Protection 

A system of chemical protection of banks 
and business houses has been invented and 
patented by Richard C. Roeschel of Harrisburg, 
Pa. The idea is to provide a chemical defense 
for banks, etc., in the form of an arrangement 
of glass tubes forming a sort of poison gas 
battery. The concussion of an explosion 
would break the glass tubes and release the 
gas, forcing burglars to flee. 





Heads Fidelity Deposit 

At the annual meeting of the stockholders of 
the Fidelity and Deposit Company of Mary- 
land held in Baltimore January 18, Edgar A. 
Hamilton of New York, vice-chairman of the 
board of directors, was made executive head 
of the company. Van Lear Black of Balti- 
more, who was re-elected chairman of the 
board, explained that the confirming of extra- 


37 


ordinary powers on the vice-chairman was in 
confirmation of the position he has held since 
last spring when he was in active direction 
of the company’s affairs. 

In its annual statement the company reported 
a business of $8,000,000 in 1920. Several new 
directors were elected and a new vice-president 
chosen in the person of Spencer Welton of 
New York, who assumes charge of the com- 
pany’s business-getting activities. The new 
directors are: John F. Daves, T. Davis Hill, 
Baltimore; F. Buchanan Owen, Cleveland, and 
V. D. P. Shriver, Pittsburg. 

Legislation in Albany 

Senator Knight and Assemblyman Brady 
have introduced in their respective houses of 
the legislature a bill re-enacting the employers’ 
liability law. It has been referred to the com- 
mittee on labor and industry. 

Assemblyman Antin, of the Bronx, has pre- 
sented a bill amending section 2 of the Work- 
men’s Compensation Law, by providing that 
compensation shall be allowed for private 
chauffeurs, 

A bill introduced by Senator Knight amends 
sections 25 and 77 of the Workmen’s Com- 
pensation Law by providing that compensation 
shall be paid bi-weekly in place of wages and 
directly to persons entitled thereto without 
waiting for award by industrial board, except 
where right to compensation is controverted 
by employer. First payment shall become due 
on 2Ist day of disability. Beginning July, 1921, 
there shall be assessed against insurance car- 
riers $2 for each hearing or adjournment in 


each case. There are other provisions. 





American Surety Company, New York 

The excellent work accomplished last year 
by the official and home office staff, in con- 
junction with the great field organization, of 
the American Surety Company of New York 
is shown in a premium increase of nearly 
$1,000,000 over that of the preceding year, the 
net premiums having aggregated $7,004,016. 
The company now has 14,629 local represen- 
tatives—an increase of 133 over 1919—who re- 
port through forty branch office managers. 

The assets of the American Surety Company 
on December 31, 1920, amounted to $14,179,233, 
and after setting aside an unearned premium 
reserve of $4,910,980, and providing for all 
actual and contingent liabilities, the company 
shows a surplus as to policyholders of $6,136,- 
895, including $5,000,000 capital. 

The company has a very strong board of 
directors, and its officers include the following: 
Chairman of the Board, Henry D. Lyman; 
president, F. W. Lafrentz; first vice-president, 
R. R. Brown; vice-president and general so- 
licitor, Henry C. Willcox; vice-president and 
attorney, C. S. Van Rensselaer ; vice-presidents, 
J. W. Mason, H. B. Zevely, Richard Deming, 
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Prominent Agents and Brokers 





Actuarial 


Actuarial 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American leAuto- National Union New Amsterdam 
mobile-Hartford  National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 











NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, MGR. ROCHESTER 














GOBRINOS DE EZQUIAGA 
ESTABLISHED 18214 } 
General Insurance Agents 


Box 351 


San Juan Porto Rico 











J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. ’ 
Temporary money advanced on strictly private 
arrangements. 

All communcations held personal and confidential. — 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 











Actuarial 


J. H. NITCHIE 


ACTUARY 


19 SOUTH LA SALLE STREET 


1523 Association Building 


Telephone, State 4992 CHICAGO 


A Policy Saved is a Policy Made 


THE OTIS HANN COMPANY, lac. 
10 So. La Salle St. Chicago, II1. 


“20 Years’ Experience Backs Our Service” 














PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


256 BROADWAY NEW YORK 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 


W. R. HALLIDAY 


CONSULTING 
ACTUARY 


INSURANCE EXCHANGE CHICAGO 

















FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansar Bidg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 














JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 














JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 

















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 





A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








ABB LANDIS 


Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 
WASHINGTON, D. C. NASHVILLE, TENNESSEE 





10 Jackson Place, N. W. Independent Life Building 














MARCUS GUNN 


CONSULTING 
ACTUARY 
29 So. La Salle Street CHICAGO 
Telephone Randolph 7684 

















FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 


Telephone Walnut 3761 





Insurance Lawyers 














RELAN D 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 
fast, Ireland. Refer to Equitable Life, Mutual Life, N ew, 
York Life, Metropolitan, Aetna Life, John Hancock Mutual, 
Illinois Life, Boston Mutual and American Consui at Bel- 
fast. Cables: MclIldowie, Belfast. 
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Miscellaneous Insurance 








\WV. M. Tomlins, Jr., E. R. Watson, F. J. Parry, 
L. H. Parry, and M. L. Jenks; vice-president 
and superintendent of agencies, D. H. Cook; 
secretary-treasurer, C. W. Goetchius; comp- 
troller, A. F. Lafrentz. 





North American’s New Disability Policy 
[To the Editor of Tue Spectator] 


Permit me to thank you for your very gener- 
ous notice of our new department in disability 
insurance—the cash surrender disability policy. 

You will notice that the cash surrender fea- 
ture serves to automatically reduce the premium 
from the first to the twentieth year ; in that and 
subsequent years the premium cost is only fifty 
per cent of the amount stated in the rate 
sheet. 

Our endeavor is not particularly the making 
of money on this contract, but the stabilization 
of a business which shows a larger lapse ratio 
than perhaps almost any other line of insur- 
ance. It is well known that acquisition is the 
heavy cost attaching to the business, and we 
hope through this policy to remove the unfair 
charge against an established business through 
the keeping in force of what is secured. 

We regret that all of our policyholders en- 
gaged in industrial occupations are not holders 
of cash surrender policies. Many of our 
clients who are now obliged to suspend pay- 
ment through unemployment would then be 
able to borrow a sufficient amount to keep their 
insurance in force until again employed. 

This policy is having a read~ sale, not only 
among our old agents, but is securing for us 
many new ones attracted by the fact that the 
policy is proof against the making of trouble. 
No question as to a proper rating or as to a 
prorating of a claim because of change of oc- 
cupation, can be set up. 

Five years’ experiment with this policy minus 
the cash surrender feature, furnishing us up- 
wards of $1,000,000 in premiums in that period, 
demonstrates the possibility of breaking all 
precedent and discarding a manual and thus 
securing a better satisfied clientele. 

The general adoption of this policy will do 
much toward making the business of health 
and accident insurance more stable. 

A. E. Forrest, 
Vice-President North American 
Accident Insurance Company. 
Chicago, Jan. 20, 1921. 


Action Against Former Officers of Bankers 
Casualty 

The Bankers’ Trust Company, as receiver of 
the Guardian Casualty Company of Salt Lake 
City, has filed action against former officers 
and directors of the company for $91,500 
alleged to have been wrongfully withdrawn at 
the time they were in charge of the concern. 
It is claimed that from January, 1915, to June, 
1917, they: wrongfully distributed to stock- 
holders of the company as dividends its capital 
stock at a time when an examination of the 
company would have shown the stockholders 
were not entitled to dividends. It is further 
Claimed that they were negligent and did not 
attend to their duties properly. 


Compensation Insurance 
Addressed to “Mr. American Business Man,” 
the Casualty Information Clearing House of 
Chicago has issued a booklet entitled ““Work- 
men’s Compensation Insurance: A Co-oper- 


ative Adventure, a Socialistic Experiment or a 
Legitimate Business Enterprise ?” 














ON THE PERSONAL SIDE 

















, President E. G. Snow of the Home Insurance 
Company celebrated his birthday at St. Augus- 
tine, Fla., on Saturday. 


William A. Prime has resigned from the 
vice-presidency of Willcox, Peck & Hughes. 
He will shortly make a European tour. 


Charles L. Tyner, vice-president of the 
Home Insurance Company, will spend the 
greater part of February in South Carolina. 


E. T. Collom has been placed in charge of 
a branch office of the Western Adjustment 
and Inspection Company in the Peoria Life 
building, Peoria. 

Pendleton A. Miller has been appointed 
Eastern manager of the Equitable Life Assur- 
ance Society. Mr. Miller will have his head- 
quarters at Topeka. 


Harry Haynes has been appointed special 
agent for the Continental to supervise the 
Southwestern portion of the State of Texas. 
His headquarters will be at San Antonio. 

M. B. Warren, special agent, who has 
travelled the States of Louisiana and Missis- 
sippi for the Continental for the past several 
years, has been transferred to the State of 
Virginia. 

George E. Hayes, assistant secretary of the 
Union Indemnity and manager of the surety 
division of the Great Eastern department, will 
spend this week at the home office in New 
Orleans. 


Wilfred Kurth, vice-president of the Home 
Insurance Company of New York, has received 
further honor in being elected vice-president 
of the Franklin Fire Insurance Company of 
Philadelphia. 

Paul A. Nielson has become manager of the 
brokerage department of the American Eagle, 
Continental and  Fidelity-Phenix, replacing 
Fred C. Jones, whose resignation takes effect 
February I. 

John A. Roy, Jr., has resigned as manager 
of the local department of the Girard Insur- 
ance Company, of Philadelphia, to become. head 
counter man in the office of L. C. Madiera & 
Co., local agents. 

Olaf Nordeng has been appointed agency 
superintendent in the Western department of 
the American Eagle Fire Insurance Company, 
according to an announcement by President 
Norman T. Robertson. 


William R. Griffin has been appointed asaist- 
ant secretary of the Commercial Casualty Com- 
pany. For the past six years Mr. Griffin has 
been superintendent of the liability depart- 
ment at the home office. 


F. Spencer Baldwin has joined the T. G. R. 
Pierson Company, Inc., as secretary. Mr. 
Baldwin was formerly manager of the New 
York State Insurance Fund, and more recently 
was associated with the Wynkoop Service. 

Arthur J. Hill, of San Francisco, California 
manager for the State Life Insurance Com- 
piny of Indiana, delivered an address on 
“Thrift and Insurance” before the business 
men of Fresno on January 19, Insurance Day. 


A. J. Penfield, who has been connected with 
the San Francisco office of the Atlas Assurance 
Company in various capacities for over a 
quarter of a century, has been made a branch 
secretary of the company in recognition of his 
long and faithful service. 

Dr. H. P. Robarts of San Francisco has been 
appointed medical supervisor for the Equitable 
Life of Iowa in its California territory. All 
medical examinations made in California will 
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be inspected and passed upon by Dr. Robarts 
prior to being forwarded to the company’s 
home office. 

Edward Hall, a banker of Bryan, Texas, ap- 
pointed by Governor Pat M. Neff, the new 
chief executive of Texas, as Commissioner of 
Insurance and Banking, assumed his duties this 
week. He takes the place of J. T. McMillin, 
retired. Commissioner Hall has retained in 
the department Chas. V. Johnson as Deputy 
Insurance Commissioner. 

Silas Chapman, Jr., an agent of the Fire- 
man’s Fund at Hartford, Conn., has decided 
to incorporate his agency and has included the 
members of his office force among his stock- 
holders. Mr. Chapman has been an agent of 
the Fireman’s Fund in Hartford for over fifty 
years, having taken it in 1868 in order to enable 
him to get married. 

Arthur W. Collins, the new United States 
manager of the Zurich General: Accident, was 
the guest of honor at a dinner at the Ham- 
ilton Club given by the employes of the United 
States headquarters, about sixty being present. 
Dr. Edward T. Cummiskey, acted as toast- 
master, talks being made by the heads of the 
various departments, the response to the toast 
to Mr. Collins being made by Frank Tomezak. 
John E. Diemond, assistant United States man- 
ager at New York, came to Chicago especially 
to attend the dinner, which was a surprise to 
Mr. Collins. 

H. A. Dykeman, Ohio’s new fire marshal, 
says: “One word covers my program for the 
conduct of the State fire marshal’s office. That 
word is ‘efficiency.’ When I go out of office 
I want to feel that fires and fire losses in 
Ohio have been reduced. The department 
is going to prevent fires. Our big drive 
will be along fire prevention lines, for the 
secret of fire reduction is preventing fires. 
Being thoroughly in earnest on the question of 
fire prevention, it will be a pleasure to me to 
meet and co-operate with insurance men, fire 
and police chiefs, and all other elements that 
make for a State safe from fire dangers.” 

R. G. Cotton, who has been appointed man- 
eager of the automobile department of the 
United Firemens of Philadelphia, is one of the 
old timers in the automobile insurance busi- 
ness. He gained his early experience in the 
loss departments of the American and the 
Security and later gained a general agency in 
Lansing, Mich. Here he had charge of the loss 
and automobile departments of the Boston In- 
surance Company’s Western department. At 
that time very few fire companies were writ- 
ing automobile insurance. He later became 
manager of the automobile department of 
Northwestern National of Milwaukee, from 
which position he only recently resigned. 





J. W. Donahue a Vice-President 

John W. Donahue, resident manager of the 
Maryland Casualty Company at Philadelphia, 
has been appointed a vice-president of the com- 
pany according to an announcement by Presi- 
dent F. Highlands Burns. Mr. Donahue has 
been resident manager at Philadelphia for the 
past twenty years. 





—The Industrial Commission of Utah has decided 
that the State workmen’s compensation insurance fund 
should pay dividends to its policyholders, like any 
other insurance company, and the surplus accumulated 
during 1917-18 is to be distributed soon. 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


JANUARY, 1, 1919 
Reserve for Unearned Premiums 
Other Liabilities 
Capital 
Net Surplus 


$996,557.81 


$250,000.00 
956, 350,28 


1,206,350.28 


Total Assets.. $2, 445,889.22 
WM. H. PALMER, President W. H. McCARTHY, Secretary 


National Liberty 
FJusurance Company of Amertea 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
Statement, Jan anni 1, 1920. 


Surplus to Policyholders 








. $1,000,000. 00 

. .10,748,246 .37 
eats 7,638,598 . 39 
... 3,109,647 .98 
. 4,109,647 .98 


Cash Capital... 
Assets. . 
Liabilities including Capital.. 
Net Surplus.. 
Surplus = Policy Holders. . 
HEAD OFF ICE: 
709-717 Sixth Avenue, Cor. 4Ist Street, New York. 





A FEDERAL INSTITUTION 


The Masonic Mutual 
Life Association 


OF THE DISTRICT OF COLUMBIA 
Chartered by Special Act of Congress March 3, 1869 


Th ity of the Old Line. Surrender Values, and Special © 
The comntay at the Fraternal. Advantages not found elsewhere, 


Select work, with big returns to high class representatives. For terms and territory 
write to 


WM. MONTGOMERY, President and General Manager 
1621 H Street, N. W. Washington, D. C, 
Required by the laws of the United States to maintain the legal reserve on every policy. 








GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
Two good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. . 


Address West Virginia, care of THe SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 























ZAURICH 


GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 























(857——The Oldest Life Iasurance Company in the West==1921 


St. Louis Mutual Life 


Insurance Company 
ST. LOUIS, MO. 


Its splendid record makes its Liberal and Up-to-date Life and 
Endowment Policies easy to sell. 


Live Agents Wanted in Unoccupied Territory 
Address inquiries to the Home Office, St. Louis, Mo. 





THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, Presitent 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S.R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 


ESTERN ASSURANCE COMPANY 
OF TORONTO Incorporated 185 





’ FIRE, AUTOMOBILE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY 1, 1920 


$4,973,932.20 
SURPLUS IN UNITED STATES $1,900,899.73 
TOTAL LOSSES PAID IN UNITED STATES FROM 


1874 TO 1919 INCLUSIVE $45,676,033.35 
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THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, 














IN KANSAS 


F. S. Jackson, Pres. F. P. Netzger, Sec. 
AMERICAN HOME LIFE INSURANCE C0., 
TOPEKA, KANSAS. 


District Managers and good producers wanted. 
Address—F. P. METZGER, Agency Director. 














